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More than half of the 800,000 stockhold- 
ers of the American Telephone and Tele- 
graph Company have owned their shares 
for ten years or longer. More than 265,000 
have held their shares for fifteen years 
or longer. 

They are men and women in all walks of 
life in every section of the country. Their 
average holding is 30 shares. 


They bought the stock “for keeps” be- 
cause of their long-term confidence in the 


OWNED THEIR SHARES A LONG TIME 


business and a fair and stable return on 
their investment. 


The financial good health of the Bell 
System over many years has been to the 
advantage of the public no less than share- 
holders and employees. 


The reasonable, regular A. T. & T. divi- 
dend, unchanged for twenty-nine years, 
has helped to attract the capital needed to 
build and expand facilities and provide 
the best telephone service in the world. 


BELL TELEPHONE SYSTEM 
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Modernizing the Grocery Business 


Anout 4 years ago AMERICAN Business same issue is an article about the co- 
told the story of Nathan Cummings and operative training program at Bell & 
what he had done in the grocery business Howell Company, manufacturers of 
in a few short years. He put new life movie equipment. Several of the com- 
into one tottering organization and then pany’s top executives are products of the 
added new ones. Next month there will plan, which is just as strong now as it 
be another story, describing latest de- ever was. The December issue will also 
velopments at Consolidated Grocers Cor- have a story-picture of the modern build- 
poration. Some of these developments ing occupied by Baxter Laboratories, 
include new one-story warehouses, a Inc., in Morton Grove, Illinois, as well 
campaign to organize independent as office methods articles that tell how to 
grocers, and a revolutionary label re- do old jobs easier with new, modern 
designing program. Scheduled for the mechanical equipment. 
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Efficiency Comfort Prestige 


COMPARE YOUR OFFICE with the office 
of Mr. Carl Dunnagan, president of 
Inland Press, Chicago. 


Offices Planned 
Around YOU 
and YOUR WORK 


. . . help you work more efficiently, 
more comfortably and with less nervous 
tension. 

To get the most in time and space 
saving features, comfort and prestige- 
building atmosphere, your own office 
interior should be planned realistically 
around you and your job. That's the way 
we do it. Each job is an individual chal- 
lenge to incorporate the greatest com- 
fort, efficiency and luxurious appear- 
ance within the limits of your budget. 

Whether you are considering redo- 
ing the executive offices, reception, 
display room or entire office you'll find 
our service—from plan to completed 
office—is the most satisfactory. 

Outstanding organizations proud of 
their “Executive Office Interiors” include 
such companies as: 


Hallicrafters Radio Company 
Pabst Brewing Company 
Kraft Cheese Company 
Wehr Steel Company 
Inland Press 
SEND _FOR MORE | INFORMATION 
ae <i 
' Executive Office Interiors Co. 
333 N. Michigan Ave. 
Chicago 1, Ill. 
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FREE literature Outstanding Examples | 
of the Newest Developments in Plan- 
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Investing to Create Jobs 
To the Editor: 


We appreciate your sending the 
marked copy of American Business con- 
taining the editorial with respect to our 
$12,000,000 expansion at our Middletown 
plant. 

Your editorial certainly expresses a 
hard and fast economic fact—someone 
has to invest before a job can be created. 
Formerly indust.ies could secure capital 
through the sale of equity securities. 
Today that would be difficult, and so we 
have two sources—profits and long-term 
loans. 

If the unions and the Government 
realized this fact our country would be 
much better off.—J. J. Sepaup, president, 
Armco Steel Corporation, Middletown, 
Ohio. 


Public Aids to Transportation 
To the Editor: 


In a recent letter commenting upon 
your editorial on railroads, trucks, and 
subsidized transportation, the report on 
“Public Aids to Transportation,” issued 
under the name of the late Mr. Joseph B. 
Eastman, is quoted as authority for the 
proposition that the trucking industry 
has paid more than its fair share of the 
cost of highways. 

Mr. Eastman, to use his own words in 
the report, made “no claim of 100 per 


cent validity for all of the conclusions,” 
nor that the report represented the final 
word, but he stated that the questions 
“merit . . 


. further consideration.” 





(Courtesy American Optical Company) 


COMENT 





The conclusion in the report that heavy 
trucks pay their way is based upon two 
assumptions. The first was that 60 per 
cent of the cost of the improvements, 
plus all the costs of rights of way, ought 
to be borne by taxpayers in general, and 
only 40 per cent ought to be paid by 
motor vehicles. The second was that, as 
among the different classes of motor 
vehicles, heavy trucks ought to pay, in 
proportion to the use they make of the 
highways only half as much as light 
trucks and less than half as much as 
automobiles. It was only through the ap- 
plication of both of these extraordinary 
assumptions that the report was able to 
arrive at the conclusion that heavy trucks 
were paying more than their share. 

But after all, the figures on which the 
report was based are from 12 to 16 vears 
old, and since they were compiled, more 
complete information and _ consiclered 
judgment has been applied to the sulject 
by other Government sources. The most 
immediately significant facts are those 
developed in the detailed studies of high- 
way cost and use made since the war in 
several states, under the leadershi)) of 
the United States Public Roads Ad- 
ministration. The general trend of these 
recent findings is that the operation of 
heavy trucks not only inconveniences 
other users of the highways but adds 
more to the cost of building and main- 
taining the highways than these vehicles 
pay in taxes. 

In the light of references in the |+tter 
to public aids extended to pioneer rail- 
roads, it is interesting to note that the 
report applies to railroads principles 
which are diametrically opposite to tiose 
applied in the study of highway aids. 
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Thus, the report gives as one reason for 
assigning more than half the cost of 
roads and streets to general taxpayers 
the increase in land values and the gen- 
eral community benefits resulting from 
such improvements. Like benefits ac- 
cruing from the building of railroads, in 
amounts at least as great, were ignored. 

The fact that early railroads were 
granted land by the Federal Government 
is stressed. The major point, which is so 
frequently overlooked, is that these land 
grants—which incidentally were received 
by only 8 per cent of United States rail- 
road mileage—and other public aids to 
railroads were not gifts, except in a 
limited number of cases. They were either 
loans, guaranties, or investment in rail- 
road stocks. In many cases these trans- 
actions produced a direct monetary re- 
turn as well as indirect benefits. 

In virtually all cases, this was the in- 
tention of the transaction. Such trans- 
actions are on a wholly different basis 
from the subsidies now extended to other 
forms of commercial transportation, in 
which the public treasury provides, for 
use either free or at noncompensatory 
charges, the fixed facilities which are 
necessary for their operation. 

Finally, the statement that the rail- 
roads themselves financed the study is not 
correct, except in the sense that the rail- 
roads paid taxes under the act of Con- 
gress which set up the Office of the 
Federal Coordinator of Transportation, 
and at Mr. Eastman’s request consented 
to the use of a small unexpended balance 
of these taxes for the completion of a 
number of unfinished studies, of which 
this was one.—Rosert S. Henry, vice 
president, Association of American Rail- 
roads, Washington, D. C. 


Industrial Relations Men 
To the Editor: 


As a subscriber to your publication, 
AmerIcAN Business, I was interested in 
one of the articles which appeared in the 
October issue on page 47, “Is Industrial 
Relations a Profession?” 

The statistics which you presented are 
very interesting and the comments made 
in the article very enlightening, particu- 
larly the statements made in the first two 
paragraphs concerning the pattern of 
education and experience necessary to 
standardize personnel administration. 

You are undoubtedly aware of the fact 
that there exists a society for university 
personnel directors. The name of this 
organization is the College and University 
Personnel Association. Although this or- 
ganization is very young, it is rapidly 
gaining strength and has proved to be an 
organization worthy of membership. I 
have personally benefited greatly from 
the various meetings held during the past 
year and one-half. For further informa- 
tion as to background and current or- 
ganization of this society, I suggest that 
you write to Donald E. Dickason, direc- 
tor of personnel at the University of 
Illinois, who was the first president and 
was instrumental in the work of the 
society—Martin L. Hecut, personnel 
director, Ohio University, Athens, Ohio. 
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In Sales Correspondence |” 


it gets RESULTS! 


(And in many other types 


of correspondence, too.) 


The usual form letter invites a quick 
trip to the wastebasket. Not so with 
personalized Auto-typist letters. They 
are individually typed by automatic 
machine, completely personal and 
command a busy man’s attention. 
Your typist manually types in the 
heading, pushes the button and the 
Auto-typist takes over from there, typing 
your message at a high sustained 
speed and without possibility of error. 


Auto-typed 
letters are 
surprisingly 
low cost. 


\4 


LET'S GET 
PERSONAL! 


f “ 
™“ 


The Auto-typist can stop automa- 
tically at any pre-determined place in 
the body of the letter for the manual 
insertion of additional, personalized 
data. The same typewriter is used 
throughout, so there is no problem of 
matching fill-ins. 

For complete information on the 
many correspondence jobs that Auto- 
typist can do faster, better and at lower 
cost, send coupon below. 


The Isto-typist 


50 YEARS’ EXPERIENCE 


IN MANUFACTURING PNEUMATIC EQUIPMENT 











oe Se ee Srabeananain, 


Correspondence | 
Clinic Increased 


response and 
savings up to 
Ye may result 
from an anal- 
ysis of your 


AMERICAN AUTOMATIC TYPEWRITER COMPANY 
Dept 311 614 N. Carpenter St., Chicago 22, Illinois 


Please send me complete information on: 
0 “Getting Personal Gets Results the Auto-typist Way” 


Your Free “Correspondence Clinic” Service 














present corre- Name 
spondence 

practices by Firm 

our staff of ex- 

perts. There's Street 
no obligation 

for the service. City. 


State. 






























Saves an Hour a Day 


for busy executives who have many visitors 


Analyze your day’s work. It may be just one 
procession of visitors after another. Custom- 
ers, clients, committees, conferences of fellow 
executives—so it goes, day in and day out. 


Here’s a desk built with you in mind. For the 
busy executive whose shoulders carry a heavy 
burden of leadership and executive responsi- 
bilities. 

Many of America’s leading top executives 
have found that working behind a Jasper Con- 
ference Desk—where a conference can be 
started in two minutes—saves as much as an 
hour a day. 


Six men can get their knees under the top of 
this desk. They can sit up closely, hold a con- 
fidential conference, pass papers and exhibits 








it? ON 


SY) JASPER, INDIANA 


back and forth to each other, polish off a big 
batch of problems in much less time than at 
old formal conference arrangements. 


CONSULT A JACKSON DEALER 


The Jackson dealer knows how to lay out and 
furnish an executive office that takes a work- 
burden off any executive’s shoulders. There is a 
skilled, experienced Jackson dealer near you. 
Write us today for his name and he will be glad 
to come in for a preliminary survey of your work 
problems. Of course there is not the slightest 
obligation. And his visit may bring important 
savings ideas to your business. 











WASPER OFFICE FURNITURE _LU. 
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Craig Sheaffer, president of 
W. A. Sheaffer Pen Company of 
Ft. Madison, Iowa, recently told 
us that profits on 
Sheaffer’s Skrip were higher than 
ever before. And here is the reason: 
Some time back it seemed impera- 
tive to raise prices on this product. 
Raw material, manufacturing, and 
overhead costs seemed to demand 
it. It would have been easy to raise 
the price. Others were raising 
prices, and at first glance it seemed 
to be the correct step. But 
Sheaffer decided to tackle the 
problem the hard way. He called 
in the manufacturer of the glass 
containers. “Isn’t there some way 
we can make this cheaper without 
impairing the quality?” he asked. 
Then the packaging was examined 
in the same critical way. The up- 
shot of considerable intensive ef- 
fort was that Sheaffer was able to 
give the consumer the same prod- 
uct without a price increase, al- 
though the company took a smaller 
mark-up. The result is profits 
higher than ever before. “Some- 
times it pays to do things the hard 
way,” says Mr. Sheaffer. 


sales and 


General Motors Corporation 
executives are holding dealer meet- 
ings throughout the country to ex- 
plain to their dealers why they an- 
ticipate a continuation of heavy 
demand through 1950. It is well 
known that GM does not attempt 
to mislead dealers into heavy com- 
mitments. Working closely with 
dealers to help them move auto- 
mobiles, GM has maintained a 
strong dealer organization which 
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seems able and willing to do what 
the company’s sound leadership ad- 
vises. Here is just another bit of 
evidence that people who plan 
carefully and keep their ears to the 
ground expect good business in 


1950. 


The Great Atlantic & Pacific 
Tea Company is building more 
good will today than it has for 
many years past. Customers are 
beginning to write the company 
and ask about the antitrust suit 
leveled against it by the Govern- 
ment. Customers are asking store 
managers to explain the suit. In 
other words, customers who have 
long patronized the company are 
getting their dander up against 
the senseless attack of the anti- 
trust zealots. Maybe the Govern- 
ment will finally learn that this is 
a big country and needs big enter- 
prises to serve it. 


Big Business often shows up 
best in a small town. We recently 
made a careful check of a small 
town, strictly The only 
businesses which seemed up to date 
were the several automobile dealers, 
the Frigidaire, Westinghouse and 
GE dealers, the International Har- 
vester dealer, and several filling 


rural. 


stations. In every case the pros- 
perous dealers were the ones who 
followed the advice and instruction 
of big business. We took occasion 
to make a special check of the 
Frigidaire and Maytag dealer, who 
seemed fabulously successful, con- 
sidering his limited market. Here’s 
what a banker told us: “This fel- 






a || Hi Business 


low is smart. Whenever the factory 
has a district meeting he is there. 
He comes home and does exactly 
what they recommend. The result 
is that he sells almost as many ap- 
pliances as all the other dealers in 
town combined.” 


Bankers can do a lot for big 
business. Perhaps it would be a 
good idea for big business to ex- 
plain itself more thoroughly to 
small bankers everywhere. Then 
when a weak dealer comes to bor- 
row money the banker will insist 
that the dealer follow the mer- 
chandising policies laid down by 
the big companies whose sales 
franchise he holds. We have not al- 
ways done a good job of selling 
dealers on the true value of the 
franchises they hold. 


Ralston Purina Company 
is another example of big business 
which works closely with its 
dealers. We know of a small com- 
munity where there had been three 
successive failures in feed stores. 
Then Ralston Purina moved in 
and obtained a dealer willing to 
follow Ralston Purina’s tested 
methods. In a couple of years that 
dealer was prospering despite dire 
predictions to the contrary. To- 
day there are three prosperous 
feed stores in the community, and 
while Ralston leads them all, it was 
Ralston’s merchandising help to 
the pioneer dealer which made the 
other two stores possible. Bankers 
know that such a franchise is good 
collateral for loans, because they 
have seen with their own eyes that 
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There’s no substitute for accuracy and economy in our business. | on 
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That’s why you'll like Statisticat’s down-to-earth methods of dent 
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Our organization can provide 100 girls for an inventory. We can give Pte 
aneé 
you 50, 1000 or 100,000 hours for any figure work—a retro-active Cus 
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Remember that this complete service is available to you on a regular _ 
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a carload of Ralston Purina prod- 
ucts loses no time in moving into 
consumption. 


Charles Luckman, Lever 
Brothers Company president, con- 
tinues his pace-setting expansion 
program. Most recent of his an- 
nouncements is word about the new 
office building the company is to 
erect at Park Avenue and 53rd 
Street, New York. He says, “The 
new Lever House must introduce 
sweeping innovations into Ameri- 
can business architecture. At the 
same time it must reflect and en- 
hance the dignity and traditions 
of Lever Brothers and the true 
spirit of the company’s interna- 
tional aspects. In addition I have 
requested our architects to com- 
bine these qualities with a func- 
tionalism that will provide the 
most efficient business facilities and 
the greatest comfort and con- 
venience for Lever employees.” Mr. 
Luckman, if your architects suc- 
ceed, and we see no reason why 
they should not, your new building 
will liquidate itself with savings in 
about 5 years. 


John D. Biggers, Libbey- 
Owens-Ford Glass Company presi- 
dent, turned in an inspiring report 
on September 30. Sales for 9 
months in 1949 were 22 per cent 
ahead of the same period last year. 
Current earnings were $5.95 a 
share, with taxes due of $4.88 a 
share. A word of caution was in- 
jected into his report when he as- 
serted that nation-wide strikes in 
several industries may affect final 
quarter results. 


Don G. Mitchell, the sales- 
minded president of Sylvania Elec- 
tric Products, Inc., makes a telling 
point when he asks why business 
leadership cannot be united as is 
labor leadership. Mr. Mitchell 
thinks that in the area of taxation, 
business should assume greater 
leadership. He is especially anxious 
to see business unite on a campaign 
to bring about a uniform manu- 
facturer’s excise tax. “Hodge- 
podge” is his term for the present 
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tax. That’s putting it mildly, Mr. 
Mitchell. 


Jackson Martindell, presi- 
dent American Institute of Man- 
agement, recently told the Toledo 
Association of Credit Men that an 
outside board is to be preferred to 
an inside board. He declared that 
an inside board inclines toward 
rigidity and worship of precedent. 
We have our doubts about this. 
Some of the stuffiest, ultraconserv- 
ative, stand-pat managements in 
the country are the result of out- 
side boards, composed of men who 
know or care little about the in- 
timate details of the business. Then 
there are a group of companies 
with boards composed of working 
executives which seem to grow and 
thrive continually. We will put our 
small money on the inside board 
every time. 


Labor Leaders are demanding 
greater security for their members. 
They want pensions, high wages, 
short hours, longer vacations, an- 
nual wage guarantees. They de- 
mand security for themselves, yet 
call strikes against the very com- 
panies from which they demand 
security. How can any company 
offer security to labor, if labor in- 
sists on undermining corporate 
security? We know of nothing 
more destructive than strikes to a 
company’s ability to offer some 
measure of added security. From 
where we sit it seems to us that 
labor must give up its strike habit 
before it can expect business to 
provide added security. 


General Motors Corpora- 
tion’s strike in 1946 cost the com- 
pany more than a million dollars a 
day, in addition to profits which 
might have been earned. As a re- 
sult of this strike, rising construc- 
tion costs, and inflation generally, 
General Motors was forced to defer 
desirable expansion and moderni- 
zation projects, to borrow $125 
million from insurance companies, 
and to sell an additional $100 
million worth of preferred stock. 
The very people who struck paid 








part of this cost. What busi- 
ness has been unable to do, and 
this is perhaps the biggest job that 
faces us, is to teach labor that 
these destructive strikes cost it as 
much in one way or another, as it 
costs the corporations. We believe 
that the general all-round fair- 
ness and public spirit of manage- 
ment today has made strikes ob- 
solete—were it not for the vested 
interests of a few selfish, power- 
mad labor executives. 


Labor Productivity is in- 
creasing slightly in several areas, 
and employers state that labor 
seems to sense instinctively that it 
must produce more. Here is a big 
opportunity to lead and persuade 
workers that it is to their ad- 
vantage to produce more. Thou- 
sands of our younger workers in 
many jobs simply do not know 
what a “good day’s work” really 
is. They came into the labor mar- 
ket since 1938, which was about 
the last year that productivity 
was anywhere near normal. In- 
stead of cussing these workers for 
failure to produce, suppose we get 
busy and show and explain to them 
what we mean when we say, “a 
good day’s work.” They may 
respond better than we expect. 


Sales Management execu- 
tives, as a whole, neglect Southern 
California. In the first place they 
come out here too seldom. We 
talked with three sales managers 
who were in Los Angeles last 
spring. It was the first trip for one 
in 7 years, for another the first 
trip in 5 years, and for the other 
his first trip. All three 
amazed at the population of many 
surrounding cities; all three were 
somewhat astonished at the sales 
opportunities they have been over- 
looking. Talk to buyers here and 
they complain of poor service from 
Eastern companies, poor sales 
representation. And than 
that when sales managers do come 
out here, they say, they bring 
mamma along and turn the trip 
into a sight-seeing, golf, and cock- 
tail jaunt instead of a business 
trip. 


were 


more 









The coal and steel strikes both spotlight and bring to a head the long simmering demand for ‘‘Security’’ in the form of 


old-age or retirement pensions. Thus business is forced to cope with another problem before the right answers are ready 


Business Behind the 
Pension 8-Ball 





Almost universal demand for ‘‘Security,”’ 


plus the 


militant fight of unions for pensions brings a tough 
business problem. It needs the most astute and far- 
sighted leadership to find the right solution for all 





B, Eugene Whitmore 


HE current fight of Philip 
Murray and the CIO for pen- 
sions spotlights a problem which 
has been laid in the lap of business 
for solution by union labor, by 
public opinion, and by the desire 
of industry itself to provide 
greater security for its workers. 
We must not be misled by the 


current bitterness of the struggle 
between Mr. Murray and the steel 
corporations over technical details 
of who pays, how much, and 
whether or not the workers are to 
contribute to their own security 
or put the entire burden on in- 
dustry itself. 

Nor must we look upon the prob- 





lem of providing pensions for work- 
ers as some new technique for har- 
assing management, conceived by 
labor leaders as a substitute for a 
fourth round of wage increases. 

Pensions are not new because 
many companies have been operat- 
ing pension plans for many years, 
long before labor demanded them. 
The truth is that old-time labor 
leaders sniffed at all sorts of pen- 
sion plans and other attempts to 
provide greater security for work- 
ers. As recently as 1947 ihe 
Ford workers—the so-called most 
powerful local on earth, No. 600 
of the Ford CIO-UAW organiza- 
tion—voted against accepting a 
pension plan offered by the Ford 
Motor Company in place of a wage 
increase. 

In many instances union atii- 
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tude toward pensions was little if 
any more favorable than toward 
company unions. Both were anath- 
ema to the old-time labor leader 
because of his fear that pension 
and other employee benefits would 
woo the worker away from his 
leadership. 

At least some union leaders ob- 
jected to the Nunn-Bush plan for 
guaranteeing 50 pay checks a year 
in place of the usual seasonal lay- 
offs which have always plagued the 
shoe industry in times past. 

The failure of the United Mine 
Workers plan, as forced down the 
throat of the coal industry by 
John L. Lewis, must not be used as 
“proof” that pension plans are 
necessarily doomed to fail. All that 
Mr. Lewis’ failure proves is that he 
is a poor administrator or that 
not enough study was put into the 
plan before it was put into effect. 

It is unfortunate for everybody, 
especially the workers themselves, 
that pensions have suddenly been 
pitched into a fighting arena. This 
is true because pension ‘talk is in 
the air, and “security” has become 
a magic word by which some uhion 
leaders hope to climb out of 
what farsighted union leaders call 
“penny-ante” unioriism. 

The modern union leader likes 
to think of himself as a labor 
statesman. Despite widespread 
failure by many union leaders to 
show anything remotely resem- 
bling statesmanship ‘ in their 
careers, some of the more modern 
leaders actually do furnish some 
evidence that labor leadership is 
expanding beyond the area which 
limits it to a yearly demand for a 
higher hourly rate. 

So-called penny-ante unionism 
—a term invented by union leaders 
themselves—cares little about the 
impact of wages on prices, con- 
cerns itself not a whit about the 
general ecohomic good or the de- 
structive effects of a high wage 
rate in one industry when a rival 
industry is content with a lower 
rate. Penny-ante unionism is a 
militanit, narrow-visioned determi- 
nation to obtain the greatest’ nurm- 
ber of concessions and the highest 
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Violence (dynamited coal tipple above) has been one of the main factors which 
have helped add greatly to the zeal and power of some of our big labor chiefs 





mid-1948. 


individuals. 





Bureau of Internal Revenue has approved 12,500 
pension and profit-sharing plans under Section 165 
of the Internal Revenue Code. 


Pension plans approved by BIR are increasing at 
the rate of about 1,000 yearly. 


Social Security Board estimates that 6,000,000 em- 
ployees were covered by private pension plans by 


_ Life Insurance Association of America estimates 
that there were 2,180 group annuity plans in ef- 
fect by December 1948, with coverage on 1,886,000 


—Handbook for Pension Planning 








wage from management no matter 
what the long-range effect may be 
upon the jobs of the very workers 
who obtain the benefits. 

What happens when penny-ante 
unionism gets out of hand is plain 
as day in the coal industry. Long 
a sick baby, miners’ wages and 
benefits have brought the price of 
coal to the point where rival forms 
of heat and energy are making 
fantastically rapid strides. 

With pensions now a new fight- 


ing issue between management and 
labor, many management men are 
sorely tempted to oppose every ef- 
fort of labor to obtain pension 
benefits of any kind. They point to 
the failure of the Lewis pension 
plan; they agree with big steel’s 
contention that @ dangerous pre- 
cedent is being set when pension 
funds must be provided wholly by 
management, with no contribution 
from the workers. Other segments 
(Continued on page 40) 












Employee Relations Plan 
Reduces Turnover 












Almost 35 per cent of the employees at David C. Cook 
Publishing Company, Elgin, Illinois, have been working 
for Cook 25 years or more. A contributing factor: An 
employee relations program operated by the workers 












































By Webs Vorris 


ATE last month several buses 

left Elgin, Illinois, to take some 
people to an ice show in Chicago, 
about 40 miles away. A few weeks 
before, some of the same people 
had ridden the same buses to a 
baseball game between the Chicago 
White Sox and the Cleveland In- 
dians. The unusual thing about the 










two trips was that the riders didn’t 
have to pay their fare; it was paid 
by the Social Activity Committee 
of the David C. Cook Publishing 
Company in Elgin. 

The bus riders were David Cook 
employees, their families and 
friends. They were participating 
in one of the frequent social activi- 
ties sponsored for Cook employees 
by the SAC. So far this year the 
SAC has sponsored a golf tourna- 
ment for men, a women’s bowling 
league, a softball team, and in 
August the committee’s family pic- 
nic drew about 500 people. In each 
activity the SAC bore the brunt 
of the expense. Uniforms for the 
softball team, for example, were 
furnished by the committee, and 
the league entry fee was paid. 

Last month during the World 
Series, a television set was placed 
in the cafeteria, and many of the 
employees spent their lunch hour 
watching the Yankees and the 
Dodgers. They didn’t have time to 
see complete games, of course, but 
the first day they saw five innings. 
Cook made the television set avail- 
able with the cooperation of a 


Cook’s file of mailing list plates 
(shown in part at left) is used to ad- 
dress publications going to more than 
60,000 Sunday schools in the United 
States and in many foreign countries 





nearby Elgin department store, 

In December, the SAC will have 
a Christmas dinner for all em- 
ployees, and the cost (probably 
around $500) will be paid by the 
committee. The SAC has aiso 
bought coffee, coke, and candy ma- 
chines and placed them in various 
spots in the plant. Two coke ma- 
chines paid for themselves in 6 
months, and now the profits are 
turned back into the committee 
treasury. 

The SAC is one example of the 
way things are done at David 
Cook. The committee members— 
12 in all—are elected by fellow 
workers and serve for 1 to 2 years. 
They govern all social and recrea- 
tional activities and raise money in 
many ways. Employees contribute 
to the fund, and whatever this sum 
amounts to is matched by the com- 
pany. In 1948, for example, em- 
ployees contributed more than 
$400, and the company raised it to 
more than $800. The SAC also 
sells cookies, candies, and other 
articles to employees, and this 
helps build up the treasury. 

In addition to all these duties, 
the SAC handles all solicitations 
for funds. Community Fund and 
Red Cross drives are sponsored by 
the committee, as well as any 
others at David Cook. 

The company also provides spe- 
cial services for its employees. Last 
year a David Cook representative 
drove into Chicago and picked up 
license plates for more than 50 em- 
ployees. There is also a group in- 
surance plan that provides life, ac- 
cident, sickness, hospital, an: 
surgical benefits for employees. 
This year the plan was enlarged to 
include hospital and surgical benc- 
fits for dependents of employees. 
This insurance plan and the com- 
pany’s retirement plan are both 
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Cook’s plant extends along the bank of the Fox River and is in a quiet residential area, making it a simple matter to hire 


supported by joint contributions. 

Taking such an interest in its 
employees apparently has brought 
some tangible results to David 
Cook. Lack of turnover is one im- 
portant point. There are more 
than 200 employees at the com- 
pany, and 71 of these have been 
with Cook for 25 years or more. 
Cook’s business is stimulated at 
the Christmas season, and part- 
time and temporary workers are 
needed. This help is recruited right 
in Elgin, and many of the tem- 
porary employees are housewives 
who live within walking distance of 
the plant. There is no problem in 
recruiting these workers; in fact, 
most of them have helped out at 
Cook before and know about when 
the rush seasons begin. They often 
call Cook’s employment manager 
to let him know they are available. 

Cook’s location in a residential 
area in Elgin contributes to the 
ease with which new employees are 
obtained. This location, of course, 
is a little unusual, but there are 
many things about the company 
that set it apart from the average 
publishing business. 

Several ordained ministers work 
for Cook, and one of them delivers 
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temporary or part-time workers. The front building looks more like a junior high school than it does an industrial plant 


a sermon to his own congregation 
in Elgin every Sunday. An editor 
at Cook has her doctor’s degree in 
religious education, and another 
editor has degrees in English, 
Latin, Greek, and the Bible. 

These people make good use of 
their educational training, how- 
ever, for Cook is a publisher of 
religious papers such as Sunday 
school lesson books and other 
similar publications. The type of 
material published depends upon 
what the churches want. One of the 
ordained ministers mentioned 
above spends his time contacting 
Cook customers, thus keeping tab 
on the ever-changing needs of Sun- 
day schools. Cook recently began 
printing one of its Sunday school 
publications in comic book form, 
and this idea has gone over ex- 
tremely well. 

David Cook operates under a 
system that is rather unusual. It is 
the McCormick plan of multiple 
management, first started some 
years ago at McCormick & Com- 
pany, Baltimore, Maryland. This 
system reverses the old theory that 
ideas begin at the top and then 
move on down. Under the McCor- 
mick plan, employees have a voice 





in plans, and ideas often start at 
the bottom and go to the top. 

The plan is operated through 
two boards, the junior and the 
plant boards. Generally speaking, 
production problems are handled 
by the plant board, and questions 
of administration and office man- 
agement are projects for the 
junior board. When any member 
of either board has an idea for im- 
provement, he brings it up at one 
of the bimonthly meetings. If the 
idea is passed unanimously, it is 
submitted to the senior board. 
Members of these junior boards re- 
ceive regular directors’ fees. 

New candidates for the boards 
are considered twice a year, and 
2 of the 10 members of each board 
must be replaced at that time. 
Members themselves vote to decide 
which 2 members contributed least 
to the 6 months’ work, and these 
2 are replaced by 2 new men or 
women selected by the remaining 
8 members. Even though a man 
may be voted off a board one time, 
he may be chosen again in 6 
months. 

The junior board has been re- 
sponsible for many improvements 
(Continued on page 82) 
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GMC’s master book was produced with the aid of half a dozen Addressograph 


printers and more than 300,000 plates which fill these 13 filing cabinets 


How General Motors Cur 





General Motors Corporation solved its parts book 
problem by replacing 46 previous publications with 
1 master parts book. The master book covered all 
180 different truck models from 1939 through 1947 





By Dwight G. Baird 


N 1948, GMC Truck and Coach 
Division of General Motors, 
Pontiac, Michigan, produced its 
first master parts book for GMC 
trucks. 
In 1949, this division produced 
a second edition of the same book 
which incorporated numerous im- 
provements and was, of course, re- 
vised and brought up to date to 
include parts numbers used in more 
than half a million GMC trucks 
now in service. : 
Making the plates for the first 
book took 2, 446 man-hours ; mak- 
ing the plates for the se¢ond edi- 
tion took 556 man-hours. 
The work of compiling the first 
book took 12,520 man-hours ; com- 
piling the setond edition of the 
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parts book took 1,600 man-hours. 

Total cost of the equipment used 
was less than it would have cost to 
have the first edition of the book 
alone set in: type. The equipment 
has since been used to produce a 
second edition of the same’ book 
and for many other purposes, and 
it is still virtually new."  ~" 

Even more important is the fact 
that this master parts book would 
not have been produced at all, bad- 
ly néeded as it was, if some such 
economical method of doing so had 
not been available. 

As a matter of fact, efforts to 
produce such a book had been made 
more than once previously, with- 
out success. The task was a huge 
one, and the cost of publishing 



















To make plates for the 30,000 parts n 
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leased ac 





extra personnel, including several Grapigtors (ab 


such a book by conventional 
methods was prohibitive. It finally 
was accomplished satisfactorily by 
means of an Addressograph instal- 
lation and photo-offset printing. 

Convinced that the problem of 
producing a master parts book 
could be solved, M. D. Douglas, 
general manager of the division, 
took the matter up with G. B. 
Sturgis, general manager of parts 
and accessories warehousing dis- 
tribution, who in turn enlisted the 
aid of J. E. Fisher, his assistant ; 
C. H. Drown, manager of service 
parts: specifications; Kenneth 
MacKenzie, supervisor of the cata- 
log department; and their asso- 
ciates. After surveying the situa- 
tion and available equipment, they 
were convinced that the job could 
be done by producing the copy on 
modern Addressograph equipment 
and having it printed by photo- 
offset. 

Some idea of the magnitude of 
the task may be gained from these 
statistics: The first GMC Truck 
Master Parts Book covered all 
models from 1939 through 1947- 
a total of 180 different models. The 
book contained 1,405 pages and 
listed approximately 30,000 parts 
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d additional equipment and employed 
Grapigors (above), plus artists and compilers 


4b PARTS BOOKS = 





C. H. Drown (left), service parts specifications manager, presents the first 


copy of the master book to M. D. Douglas, truck division general manager 


iri Parts Book Headache 


of 













numbers, and required 200,000 
impressions. 

This one master parts book re- 
placed 46 previous publications. 

A parts book of some kind is a 
necessity for all automotive ve- 
hicles and for many other mechani- 
cal products. Every time GMC 
Truck and Coach Division intro- 
duced a new model, it had to issue 
a parts book for it. The usual cus- 
tom was to type the parts lists on 
electric typewriters and have them 
printed by photo-offset. Every 
new list had to be typewritten and 
proofread. As time passed, some 
of the older models were combined 
into one parts book, then others 
were similarly grouped, and so on. 
But the fact remains that by 1948, 
when the first master parts book 
was issued, dealers and field rep- 
resentatives were using 46 different 
parts books, jokingly referred to 
as “The five-foot bookshelf.” 

Preparing the first edition of 
the master parts book was a 
tremendous task. Plates had to be 
made for 30,000 parts numbers, 
and all of the copy had to be proof- 
read. GMC leased extra equipment 
and employed extra operators. 
Personnel included 10 Graphotype 
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or) THE § FOOT BOOK SHELF 
46 PARTS BOOKS 


A GMC party was held in honor of the catalog department after the master 
parts book was issued to replace 46 volumes, dubbed the 5-foot bookshelf 


operators, 20 compilers, and 8 
artists. 

Permanent equipment includes 
2 Model 6383 Graphotype ma- 
chines which emboss plates with 
typewriter-size characters, 2 of 
Model 6343 which produce large 
capital letters, 6 Model 1950 Ad- 
dressograph printers, 13 file cabi- 
nets which hold about 312,000 
plates, various attachments for 


the machines, accessories, and sup- 
plies. Of the printers, 3 are 
equipped with selectors and multi- 
column listers. They also have 
3 single-column listers, which are 
adaptable to all 6 of the machines, 
and 8 automatic feeders. The 
single-column listers are used prin- 
cipally in producing copy for a 
parts 


(Continued on prge 3+) 
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When the Hormel Girls Caravan comes to town, it generally stages a spectacular parade down the main street, and 
the girls then disperse to various food stores. They pass out “‘lucky coins’’ that can be redeemed for Hormel products 


Hormel Promotes Sales 
With Girls Caravan 


Seventy-five uniformed girls traveling through towns 
and cities in many parts of the country, promote 
sales of Hormel products. The ‘‘road show”’ is big 
and expensive, but it is producing very good results 


ERE they come, marching down 

the street. There are about 75 
of them in colorful uniforms, 
headed by flags, banners, and 
guidons, a drum and bugle corps, 
the Hormel Girls Caravan. What 
is it? American Legion convention? 
Old-time minstrel parade come to 
life again? The first section of a 
circus parade? 
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No. It is none of these. It is a 
spectacularly successful and excit- 
ing sales promotion activity staged 
in many towns and cities from the 
Pacific to the Atlantic, with ex- 
cursions through Texas, Florida, 
and other sections of the deep 
South. 

It’s the George A. Hormel & 
Company Girls Caravan. Their 


purpose is to sell Hormel food 
products, and here is how they 
do it: 

Two weeks prior to their visit 
some members of the Hormel Girls 
Caravan begin placarding the food 
stores of a town with posters an- 
nouncing the arrival date of the 
Hormel Girls Caravan. These girls 
arrange dealer tie-ins and help 
them stock adequate merchandise 
for the event. Dealer-sponsored 
newspaper announcements also aj)- 
pear, and hours are arranged for 
one or more of these uniformed 
girls to appear in the various food 
stores in the town being visited. 

On the day the girls visit the 
store—right after the parade— 
customers are given “lucky coins” 
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which are redeemable on any 
Hormel products. 

Organized with only 6 members 
in 1947, the caravan has since been 
expanded to a membership of 75. 
The 1948 campaign started in 
California, where the caravan 
members staged parades, made 
house-to-house calls, and created 
a radio show. In the fall and 
winter of 1948 the troupe 
traveled east through Texas and 
other states to Florida, then by 
the spring of 1949 they were 
farther north along the Atlantic 
seaboard. As this is being written 
they are traveling westward again. 

Grocers in towns visited by the 
caravan report an immediate jump 
in sales of Hormel products after 
the show. 

Operation of the show requires 
the services of a fleet of 14 cars, 
3 panel trucks, and 4 other trucks, 
the cooperation and work of 
Hormel salesmen in the territory, 
and a carefully timed schedule. 
Schedules are mimeographed weeks 
in advance and given to all mem- 
bers of the troupe. Here is a daily 
schedule which shows the careful 
planning necessary to route the 
show: 


OP 


People whose attention has been attracted by the colorful Hormel parade are 
further attracted by “‘lucky coins’’ given away by uniformed caravan girls 


COLUMBIA, S. C., 69,000 
All Cars 


8:00- 8:30 Check out hotel 
8:30-11:30 Drive 75 miles 
11:30-12:00 Check in hotel 
12:00- 1:30 Lunch 
1:30- 2:00 Parade 
2:00- 3.00 In stores 
3:00- 4:00 Break 

Cars 1 to 5 
4:00- 5:30 Band 

Cars 6 to 12 
4:00- 5:00 In stores 

The Hormel Girls Caravan 


broadcasts each Saturday morn- 
ing, usually from some auditorium 





or other public building, and free 
tickets are available to people of 
the community. Shows are broad- 
cast at 11 a.m. over a group 
of stations in the American Broad- 
casting Company’s network. 

Conceived and organized by Jay 
Hormel, company board chairman, 
this sales promotion activity is one 
of the largest and most expensive 
commercial “road shows” ever 
operated by any company, so far 
as we can learn. 





Majority of Pension Plans Are Contributory 


HE National Industrial Con- 
ference Board recently made a 
survey of 255 pension plans that 
are relatively new and found that 
almost 60 per cent of them are on 
a joint contributory basis. 

The plans included in the sur- 
vey were made effective or were re- 
vised since October 1945, and the 
only plans included are those which 
apply to all employees, including 
hourly wage earners. The 255 com- 
panies with the new pension plans 
employ 1.5 million workers. 

The survey revealed that the 
type of fund often influences the 
plan to one of contribution or non- 
contribution. For example, about 
75 per cent of the plans under- 
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written with insurance companies 
are ordinarily on a joint con- 
tributory basis. When the plans 
are selfadministered, more than 52 
per cent are noncontributory. 
The survey showed that the 
majority of plans in most indus- 
trial groups require employee con- 
tributions, and in only one indus- 
trial classification are the non- 
contributory plans in a clear 
majority. That classification is in 
wholesale and retail establish- 
ments. It was also learned that the 
proportion of noncontributory 
plans is somewhat larger in non- 
manufacturing establishments 
(more than 43 per cent) than in 
manufacturing (40 per cent). 





The National Industrial Con- 
ference Board also surveyed 261 
companies that have _ recently 
adopted insurance plans, revealing 
that 3 out of 4 of the plans are on 
a joint contributory basis. The 
261 companies employ 2 million 
workers, and only 23 per cent of 
the companies pay the entire cost 
of the insurance programs. 

The board had taken a survey 
in 1945 and found then that more 
than 47 per cent of the group in- 
surance plans surveyed were on a 
noncontributory basis. Between 
surveys, therefore, the number of 
noncontributory plans in effect has 
dropped from 47 per cent to 23 
per cent. 
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Modern Oftice Machines 


Boost Box Business 





A new accounting system revolving around tabulating 
equipment has replaced one that was chiefly manual at 
Lanzit Corrugated Box Company. Fewer employees now 
turn out more reports, which produce more business 





By Poul Cctinan 


INCE Lanzit Corrugated Box 
Company, Chicago, installed 
International Business Machines 
equipment a little more than a year 
ago, the company’s sales force has 
been doubled and business has also 
increased. 

There wasn’t much thought, dur- 
ing the installation in the spring 
of 1948, about increasing business 
through office equipment. Prior to 
that time there had been problems 
in getting out bills, commission 
and customer statements on time. 
These and other reports were 
often late; and some of them were 
omitted entirely, if it were possible 
to get along without them. 

Before the IBM equipment was 
installed, much of Lanzit’s ac- 
counting work was done manually. 
There were a couple of billing ma- 
chines and another machine used in 
getting out the payroll, but they 
were outdated and didn’t help very 
much. Therefore, the new machines 
were expected to turn out the bills 
and other paper work on schedule. 

The IBM machines apparently 
have served this purpose very well. 
For example, before the machines 
were installed, bills didn’t get into 
the mail until 48 hours or later 
after an order was shipped. Now 
the bills are out within 24 hours. 
The same is true of customer state- 
ments, which used to be mailed 
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after the tenth or fifteenth day 
of the month. Last month the 
statements went out on October 3, 
at 5 p.m. Commission statements 
last month were ready the fifth 
of the month, but before the ma- 
chines were put into use, the state- 
ments were never ready before the 
fifteenth of the month. 

In addition to stepping up the 
pace of these reports, the new ma- 
chines have enabled Lanzit to keep 
its postings—debits, credits, ac- 
counts réceivable—up to date. 
And now a weekly trial balance is 
always taken, whereas before it 
was taken at the end of the month 
and was late much of the time. 

Another illustration of the way 
in which the IBM machines have 
speeded things up at Lanzit is 
found in its system of preparing 
employees’ income tax forms. The 
first week in January, this year, 
these forms for employees were 
completed and mailed. It had been 
a relatively simple matter to bal- 
ance deductions and earnings every 
week with the IBM equipment, thus 
making it easy to get the forms out 
soon after the year ended. 

At another time this year the 
accounting department was pre- 
paring quarterly social security 
figures and had them balanced at 
the end of the month. But they 
couldn’t be run immediately be- 








cause the internal revenue collec- 
tor apparently thought it was too 
early to send in the forms. When 
the forms finally arrived, the re- 
port was run off in a few minutes. 

Installation of the IBM equip- 
ment made possible a reduction in 
the number of accounting depart- 
ment employees. Four girls, one 
man, and the supervisor now 
handle order acknowledgments, 
billing, customer statements, com- 
mission statements, sales analyses, 
statistical reports, payroll, labor 
distribution, accounts payable dis- 
tribution, all cost work, and cleri- 
cal and statistical work for thie 
personnel manager. 

Without the machines, seven 
full-time girls, a supervisor, and 
one part-time girl handled billing, 
order acknowledgment, customer 
and commission statements, pay- 
roll, statistical reports, and cost 
work. As mentioned before, most 
of these reports were consistently 
late. 

The comparison naturally is a 
strong one, but the accounting de- 
partment intends to make it even 
stronger by taking on a couple 
more jobs: Perpetual raw material 
inventory and the general ledger. 

Although the new office equip- 
ment at Lanzit was installed with 
little thought about how the ma- 
chines might benefit the sales de- 
partment, there have been impor- 
tant results here, too. As in most 
tabulating offices, the sales anal- 
yses at Lanzit are byproducts of 
the new mechanical system. But 
these byproducts have had a part 
in increasing business and making 
it profitable to add to Lanzit’s 
sales staff. 

The tabulated information fur- 
nished salesmen includes listings of 
inactive accounts and of all pros- 
pects, with the dates of new ap- 
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pointments and each salesman’s 
own rating of his prospects. With 
this information, the salesmen 
know where to center their efforts 
and can spend more time in actual 
selling and less time in organizing 
their records. 

Once a month, each salesman 
gets a listing of all orders from 
his customers. With these figures 
he can compare current orders 
with those a month or two ago and 
can quickly see if some customers 
are buying less. Then he knows 
where his efforts must be concen- 
trated to pull up his sales total. 
Another report gives the total 
sales per customer for the year 
and the last date of sale made to 
each customer. A weekly report 
compares each customer’s credit 
rating with the amount he owes 
and how much he bought and paid 
for during the current month. 

Besides adding considerably to 
each salesman’s actual selling time 
and thereby adding to his pro- 
ductiveness, the sales analyses give 
management an accurate picture 
of Lanzit’s business. The reports 
are so detailed and so up to the 
minute that they are of greatest 
importance to the company. 

Lanzit’s experience with its 
punched-card accounting system is 
encouraging in several ways. It is, 
of course, pleasing to company 
management. It is also encourag- 
ing to other box companies that 
have either been unsuccessful with 
somewhat similar systems or that 
have been too skeptical about the 
systems to install one. Lanzit is 
believed to be the first business in 
its field to do a complete billing, 
accounts receivable, and sales anal- 
ysis job—and do it successfully. 

Other box companies have tried 
using mechanical equipment, and 
some are using it now for a few 
operations. One of these companies 
has very limited equipment, and 
turning out sales statistics is 
the main job of the machines. 
Sales analyses generally are by- 
products of larger jobs, and this 
one company didn’t realize the 
many things it could do with a 
little more equipment. Representa- 
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Because of its custom business, Lanzit has file of customers instead of 
products, and most of the box orders are duplicates of previous ones 


Lanzit’s“new equipment includes an electric typewriter for making 
orders and a tab machine that automatically prints various reports 


tives from this and other com- 
panies have visited Lanzit and 
watched its operations so that they 
can use the same type system. 
Lanzit’s business is specialized, 
and its 900 customers order cus- 
tom-made boxes. Sales run from 
$4 million to $5 million a year, 
and there are 180 employees. 


Since all orders are for custom- 
made boxes, Lanzit’s accounting 
department can have no tub files 
of product cards—as is usually the 
case. Instead, there is a card file 
of customers. For every customer 
there is a master card, and behind 
each customer card are additional 
(Continued on page 38) 
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GI insurance dividends should give 
business conditions a powerful push 


¢ IS no longer news that business 
has been on the upswing ever 
since the doldrums of July; it is 
an established fact. Industrial pro- 
duction during August and Sep- 
tember moved higher for the first 
time since last November. Depart- 
ment store sales are back nearer 
1948 volume. Buyers are once 
again in evidence at markets and 
industrial shows, and new orders 
are filling the books. From every 
angle—unemployment _ statistics, 
bank loans, or just plain morale— 
the tone of the economy is good 
and getting better. Even the steel 
strike has not been able to worry 
the stock market, and the British 
devaluation has so far produced 
only minor repercussions. 

Yet even now management is 
asking itself, “How long will it 
last?” And the truth is that when 
business starts to revive, attention 
is easily diverted from those fac- 
tors which originally gave rise to 
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It Last? 


How Long Will 





Management is wondering if the business upturn is 
going to last. Christmas trade and GI insurance 
dividends should stimulate business even more, but 
there are four danger areas that are threatening 





By Robert af .* 


the slump. For although the short 
run certainly points toward ex- 
pansion—Christmas trade and the 
forthcoming GI insurance bonus 
alone will provide powerful stimu- 
lants—businessmen who are start- 
ing to lay plans for mid-1950 will 
have to consider whether we have 
in fact turned the corner of re- 
cession or whether this boomlet is 
not basically only a reaction from 
the oversold condition of all mar- 
kets that prevailed late this 
spring. 

If this analyst’s conclusions are 
correct, we have not yet ironed out 
the troubles which first tilted the 
business curve downward a year 
ago. At least four areas of eco- 
nomic maladjustment remain; un- 
til these have been corrected, it is 
hard to predict a long-run resump- 
tion of business expansion. Here 
are the danger areas: 

1. The limited decline of non- 
agricultural prices and the cost of 
living. 

2. Indications that inventories 
may still be overstocked in some 
areas. 

3. Down-trends in consumer ex- 
penditures outside of automobiles 
and rent. 

4. Down-trends in business out- 
lays for new plant and equipment. 

Despite the headlines, prices at 
wholesale—other than farm prod- 





ucts—have declined by consider- 
ably less than 10 per cent from 
their last year’s highs, and the cost 
of living has come down by only 
about half of the drop in wholesale 
prices. As a matter of fact, the 
latest figures reveal that a number 
of prices are higher than last 
year’s: Some building materials, 
some housefurnishings, rent, gas, 
electricity, and some other prices. 

The “adjustment” aspect of the 
recession was supposed to bring 
prices down to the point where 
goods would flow freely from pro- 
ducers to consumers without back- 
ing up into inventory or forcing 
production cut-backs. Despite the 
present surge of reorders it re- 
mains to be seen whether prices 
are yet low enough to tap the vast 
supply of latent purchasing power 
available to aggressive selling. 

Inventories present a_ second 
problem. There is no question that 
the severe fall in business activity 
early this year was mainly at- 
tributable to a let-up in inventory 
buying. Like all such movements, 
the cut was overdone, and a nat- 
ural wave of reorders initiated 
the upswing we are now enjoying. 
But there is evidence that a 
balanced inventory position has 
not yet been reached for a number 
of industries. 

Dollar-wise, inventories are to- 
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MODEL 435 


The last word in a 
duplicator. Table-top 
model with built-in 
electric motor. Lets 
operator sit down. 
Model 27 stand 
with foot control 
illustrated. 


seeeseeeeeeeeeeeeerese 


NEW ACCESSORIES 


Complete new line 
of styli, lettering 
guides, and screen 
plates. Produce 
professional looking 
copies with a wide 
range of type faces, 
illustrations, 
drawings, and 
shadings. New roll 
point stylus makes 
handwriting easy. 
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io “buy” days are gone. The “‘sell” days are 
here. And that means thousands of copies of direct 
mail, sales presentations, conference guides, and 
other material for your salesmen. 


Producing this material in a hurry to meet the 
ever-changing sales situation is an ideal job for 

A. B. Dick mimeographs. A new price list, for 
example, can be mimeographed in a matter of 
minutes. And what’s more important, A. B. Dick 
mimeographs bring you this speed without any loss 
of the other duplicating essentials—legibility, over-all 
economy, versatility, and simple operation. That’s 
why mimeographing is BALANCED duplicating. 


So don’t be shackled to static sales material. Mail 
the coupon below, or ask your nearby A. B. Dick 
distributor to explain how BALANCED duplicating can 
help you sell with A. B. Dick mimeographs. For use 
with all makes of suitable stencil duplicating products. 


Mimeographing is BALANCED Duplicating 


R A.B.Dick 


the first name in mimeographing 


SESSSSSHSHSSSSHHEHSHSSHSSEEHSHSESESSHEESSSHSSHESESEEEESESESHESESEOSE 


A. B. DICK COMPANY, Dept. AB-1149 
720 W. Jackson Boulevard, Chicago 6, Ill. 


I would like complete information on how BALANCED Duplicating 
can help our soles. 


NAME 





COMPANY 





ADDRESS — 
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day not much below their level of 
a year ago. Even more significant, 
the ratio of inventories to sales 
has actually worsened during the 
summer months in every major 
economic area except at retail. 
Shortages in some lines, such as 
textiles and nonferrous metals, and 
the seasonal upsurge of business 
serve to obscure the problem, but 
unless demand continues to rise, 
we are apt to encounter a second 
wave of inventory unloading in 
1950. 

The third weak spot is in the 
field of consumer expenditures. 
Total expenditures by consumers 
have held up exceedingly well and 
have, in fact, made it possible for 
retail stores to get themselves down 
to a comfortable inventory posi- 
tion. Consumer spending as a whole 
in midsummer was running at 
$178.2 billion a year—down only 
$2.7 billion from the peak of 1948. 

But the totals, as is so frequent- 
ly the case, hide important move- 
ments in the series. For if we de- 
duct expenditures for automobiles 
and for rent, the remainder shows 
the following: 

Billions of Dollars 
(Yearly Rates) 
1948—Second quarter $154.9 


Third quarter 155.6 
Fourth quarter 156.1 
1949—First quarter 152.7 
Second quarter 151.6 


In other words, there has been 
a drop in consumer spending for 
goods other than cars and rent of 
$4.5 billion from last year’s fourth 
quarter and a drop of $3.3 billion 
from the second quarter of 1948. 

Added to this is the increasingly 
strong evidence that we are ap- 
proaching the end of the sellers’ 
market in automobiles. In the 
near-term outlook there is every 
reason to expect continued pros- 
perity in Detroit. But when we add 
the month-to-month record totals 
of new cars rolling off the assembly 
lines it is not so easy to predict 
that 1950 will continue to absorb 
the capacity output of our na- 
tion’s automotive industry. 

Consumer expenditures will, of 
course, be given a shot in the arm 
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Four Danger Areas 


1. Limited decline of nonagricultural prices and 
cost of living 


2. Indications that inventories may still be 
overstocked in some. areas 


3. Down-trends in consumer expenditures out- 
side of automobiles and rent 


4. Down-trends in business outlays for new 


plant and equipment 


by the coming GI insurance bonus 
and will be helped by the upturn in 
fall business. But the underlying 
trend for most goods has been 
downward, and when we add to 
this a coming saturation in the car 
market, it seems a good guess that 
1950 will have to contend with a 
less eager and more cautious con- 
sumer market than 1949. 

The final point of danger lies in 
new plant and equipment outlays. 
During the year, investment spend- 
ing has held up extremely well and 
has constituted one of _ the 
strongest props to our weakening 
economy. But again the over-all 
totals mask the divergent trends 
of the components. The capital 
outlay boom has largely depended 
on rising expenditures in the utility 
and railroad spheres to offset a 
fairly steady decline in the ex- 
penditures for new manufacturing 
plant and equipment. 

This situation, like that of auto- 
mobiles, may be nearing its climax. 
Although the electric, gas, and 
railroad industries inherited a 
larger and more pressing need for 
new facilities than most other in- 
dustries, there are signs—particu- 
larly in railroading—that the 
backlog of needs may be fairly well 
met. Meanwhile the considerable 
demands for new capital which 
arose from the unprecedented num- 
ber of new small businesses formed 
after the war is also on the wane. 
The over-all outlook for capital 
outlays suggests that the down- 


ward trend of the past may be ac- 
celerated as we enter 1950. 

The analysis points to the con- 
clusion that we are still backing 
and filling, and that the struggle 
between the upward and downward 
forces has not yet been conclusively 
decided. Certainly in the short run, 
plans should be laid on the basis of 
brisk business through Christmas 
and into early 1950. But beyond 
that, a cautious businessman will 
give thought to the pressure of the 
downward forces we have described, 
which will become more important 
as the present restocking boom 
wears off. Businessmen might help 
the boom along by building strong 
sales staffs. 

Between now and mid-1950 any 
number of unforeseen developments 
may enter the scene to give a radi- 
cally new twist to the business out- 
look. A new, really low-priced car 
might provide an answer for tlic 
automobile industry. Changes in 
the international picture may add 
momentum to business, just as 
ECA provided a necessary boost 
last year. 

But short of such developments 
the long-run projection—based on 
today’s observable facts and trends 
—points pretty definitely to a 
slackening of business some time 
within the next 6 months or so. 
During the next few months of 
good business, management may 
well devote time and energy to pre- 
paring for less buoyant business 
in the year to come. 
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ALL KINDS of attractive bait these 
days can hook a General Manager 
on inventory. 

If he slices inventory too thin, he 
loses orders. If he fattens it up, fall- 
ing prices and carrying charges 
may burn up capital. 

But he needn’t be hooked. Sim- 
ple McBee Keysort cards report 
daily... at less cost than any other 
method ... 

1. What is and isn’t being sold. 

2. What is on hand...and how 

long it’s been there. 


The lines are out for general managers 


3. What must be bought or made 
...and when. 
Sales planning is easier because 
McBee Keysort permits coordina- 
tion of orders and sales pressure 
with inventory. 

Production planning is tighter 
because McBee Keysort permits 
current adjustment of material 
purchases, manpower and machine 
requirements . . . keeping inventory 
risks at a minimum... . while allow- 
ing for promised deliveries. 

The Most Dangerous Asset on 











In- 
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any balance sheet is inventory. It’s 
the asset that’s just too risky to 
handle without accurate facts at 
immediate command. 

McBee provides all those inven- 
tory facts with simple, inexpensive, 
flexible machines and methods that 
every kind of executive is using to 
save time, money, work and worry. 

That’s why McBee sales have 
multiplied sixfold in just a few 
short years. 

There’s a McBee man near you. 
Ask him to drop in. Or write us. 
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Reducing Letter Costs 
$150 a Thousand 





One company made this remarkable saving after it 
installed an Auto-typist automatic typing machine. 
Other companies have had similar experiences, as 
explained in this story about results of a survey 





O YOU want to know how to 
save $150 for every 1,000 let- 

ters turned out by your office? Per- 
haps you had rather save the $50 
a week paid to a correspondence 
clerk, or increase the output of 
this clerk by 50 per cent. 

These feats were accomplished 
by a number of companies, all us- 
ing the same type of system. The 
system is that of turning out per- 
sonal business letters in mass pro- 
duction, that is, by automatic 
typewriters. 

These savings were only a few 
gleaned from hundreds of letters 
that were written in answer to a 





survey conducted by Frank C. 
Nahser, Inc., Chicago advertising 
agency. The agency handles the ac- 
count for the American Automatic 
Typewriter Company, and mailed 
1,500 letters to users of the Auto- 
typist. Produced on the Auto- 
typist, the letters asked for all 
types of information: Uses made 
of the machine, samples of letters 
prepared on the Auto-typist, suc- 
cess stories about the operation, 
savings accomplished with the ma- 
chine, and any general comments. 

Almost 40 per cent of these 
1,500 letters were answered, the 
majority of them in great detail 


Fs 


One company saved from 3 cents to 5 cents a letter when Auto-typists were 
first installed. Later the company’s letter costs were reduced two-thirds 


22 


















and with sample letters included. 
Next to the wide variety of manu- 
facturers, insurance companies 
seem to be one of the biggest users 
of the Auto-typist. They reported 
large mailings to policyholders, 
prospective customers, and pros- 
pective employees. 

Banks, like insurance companies, 
mail hundreds of letters every week 
that are virtually identical, and 
they too employ the Auto-typist to 
do this job in great volume but at 
the same time retain the personal 
touch. The Union Trust Company 
in St. Petersburg, Florida, paid 
for its machine in 2 months by 
sending out 6,000 letters. These 
letters were done by one secretary 
without interrupting her regular 
duties. “Yehoudi,” as the bank 
calls its Auto-typist, averaged 
about 125 letters a day. These 
letters went to banks in about 15 
states in the North and proposed 
an arrangement whereby Yankees 
vacationing in St. Petersburg 
would have no delay in cashing 
checks at Union Trust Company. 

There are many users, however, 
that are somewhat off the beaten 
track. A pharmaceutical company 
produces more than 10,000 letters 
a month on 8 automatic type- 
writers operated by 3 girls. The 
letters go to members of the medi- 
cal profession and to hospitals, 
and a personal-letter appearance 
is of extreme importance. With in- 
dividual typewriters, the pharma- 
ceutical company would need 15 
girls to turn out the same amount 
of work. 

Publishers use the Auto-typist 
in much of their correspondence. 
The Journal of Commerce of New 
York, reported that as much 
as 80 to 90 per cent of its outgoing 
correspondence is handled by auto- 
matic typewriters, which do the 
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What is 
SUPER-FILER? 


a the mechanized filing equip- 
ment, is a revolutionary advance in the 
filing equipment industry. It does mechan- 
ically many operations which must be done 
manually with conventional files. This saves 
time and work. Super-Filer operates easily, 
permits fastest possible procedures. 


When the Super-Filer drawer is opened, 
the swing front mechanically adds working 
space in the form of an angle spread. This 
means 18% additional capacity per drawer, 
resulting in lower operating costs and less 
initial investment in equipment. Super-Filer 
has been sold for 15 years as an exclusive 
GF product. It has been used in large numbers 
for years by many of the most prominent 
and critical buyers of filing equipment. 
Investigate Super-Filer today. For complete 
information, write The General Fireproofing 
Company, Dept. B-11, Youngstown 1, Ohio. 


If you would like to see our 
latest sound motion picture, 
** Mechanized Record Filing,"’ 
just drop us a line. 


Super-Filer illustrated is 5-drawer 


cabinet No 5505L 


Foremost in Metal Business Furniture 


DEALERS THROUGHOUT THE WORLD 
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“MECHANIZED 
RECORD FILING” 


THE QUESTION “What is 
Super-Filer?” is answered 
expertly in the latest sound 
motion picture produced by 
The General Fireproofing 
Company. 


THE PICTURE “Mecha- 
nized Record Filing” is about 
a typical company that 
didn’t have enough room to 
house all of its records. Valu- 
able time was wasted hunt- 
ing for correspondence kept 
in over-crowded filing cabi- 
nets. The purchase of con- 
ventional files was not the 
answer, for lack of floor space 
would not permit this. 


THE PROBLEM was one 
that the GF Super-Filer— 
the mechanized filing equip- 
ment—has been specifically 
designed to solve. How this 
is accomplished is dramati- 
cally shown in this interest- 
ing and informative motion 
picture. 


‘“‘MECHANIZED RECORD 
FILING” is available for 
showings through GF 
branches and dealers. Write 
the home office for further 
information. 


You must see how the GF Super- 
Filer works to appreciate how 
greatly it simplifies filing and how 
much floor space it can save. Your 
local GF deater or branch is always 
ready to demonstrate Super-Filer 
and to serve your filing equipment 
requirements, as well as other 
business furniture needs. 











work about three times faster than 
any other method—and much more 
accurately. Another publisher es- 
timated his costs are about 50 per 
cent of what they would be if he 
did not use the automatic ma- 
chines. This same man suggested 
that music coming from the type- 
writers might be a good idea. 
Some religious organizations use 
the Auto-typist, chiefly to main- 
tain contact with members. One 
church group in Alabama has a 
clever system of mailing letters of 
request for financial assistance. An 
old battered typewriter is used 
with the automatic setup, so the 
letters give the impression that the 


religious organization doesn’t have 


enough money to buy a decent 
typewriter. In reality, this old 
wreck hammers out hundreds of 
letters every week. 


Many colleges and universities 
are finding many ways of cutting 
costs and upping letter production 
with the Auto-typist. The Univer- 
sity of Iowa makes extensive use 
of the machine in handling corre- 
spondence regarding admissions. 

Retail stores, of course, have 
many opportunities to employ 
Auto-typist, and one in Washing- 
ton, D. C., produces about 250 to 
300 letters a day. These letters go 
out from the personal shopping 
section, from the credit and ad- 
justment offices, and also to charge 
account customers. The Baby 
Shop in Evansville, Indiana, sends 
mass-production letters to babies 
when they reach the age of 6 
months, inviting them to the store. 
These are followed up at regular 
intervals as the child grows up. 
Letters of congratulation go to 








new mothers, and various other 
letters are mailed regularly to 
maintain contact. with customers 
and prospects. 

Companies that answered some 
of the 1,500 letters sent out by the 
advertising agency reported ex- 
cellent returns in their own mass- 
produced letter programs. One 
business in New York mailed 500 
letters in a campaign, received a 
16 per cent return and $25,000 in 
contracts. Another company re- 
ported an 80 per cent return on 
one mailing. Others reported re- 
turns almost as high. 

Only one of the companies that 
wrote back to the agency made 
any mention of the letters that re- 
quested the information. This one 
company “suspected” the survey 
itself was conducted with the 
Auto-typist. 





Appliance Maker Has No Sales Problems 


URRENT production at the 
Nineteen Hundred Corpora- 
tion, St. Joseph, Michigan, is re- 
ported to be 24 per cent above the 
previous all-time peak reached in 
October 1947. Net sales in 1948 
were more than $50 million, an in- 
crease of $18.5 million over 1947. 
These figures might sound a 
little more surprising in the light 
of Nineteen Hundred’s products: 
Home laundry equipment. Some 
dealers in this and related indus- 
tries have talked of declining sales 
and shrinking business. 

Nineteen Hundred’s story starts 
back in 1916 when Sears, Roebuck 
& Company placed its first order 
for 25 electric washers a month. 
The laundry equipment corpora- 
tion had been founded 5 years pre- 
viously, and those first years were 
complicated by many reverses. 
Then when Sears ordered 25 
washers, things began to pick up 
at Nineteen Hundred. 

The depression after the first 
World War brought new problems, 
and the company diversified its 
production to include air rifles, 
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camp kits, and lithographed toys. 
This diversification helped Nine- 
teen Hundred survive the depres- 
sion, and in 1922 the side line was 
abandoned. Even though business 
in general was still on the decline, 
the company decided to expand. 
The decision was based on fore- 
thought, however, for Sears was 
planning to sell the washing ma- 
chines through its retail outlets— 
as well as through the catalog—as 
had always been done. The idea 
worked, and in 3 years production 
for Sears had increased 500 per 
cent. 

In 1932 appliance sales again 
sank to a low ebb, but Nineteen 
Hundred’s business continued to 
hold its own, primarily because of 
Sears’ selling method. At that time, 
Nineteen Hundred was said to be 
manufacturing 25 per cent of all 
washers and ironers sold in this 
country. 

As the business continued to 
grow, Sears began to spread to 
overseas markets. The Sears 
laundry equipment was known as 
the Kenmore line, but Nineteen 





Hundred also had its own name— 
the Whirlpool line. Then World 
War II came along, and the com- 
pany turned to production of 
military items. 

The war also postponed de- 
velopment of foreign markets for 
both the Kenmore and Whirlpool 
lines. 

Nineteen Hundred has now re- 
sumed development of these and 
other markets, and has provided 
itself with the best equipment to 
turn out home laundry machines 
in quantity and quality. The com- 
pany recently moved into its new 
plant that has 286,000 square feet 
of space, and it houses the latest 
production equipment for making 
automatic washers and driers. 

The company employs more 
than 2,400 workers from the 
small town of St. Joseph and sur- 
rounding areas. The chairman of 
the board, Louis C. Upton, 
founded the company and _ has 
watched it grow from the dis- 
couraging early years to the pres- 
ent—when 2.5 million units are 
sold every year. 
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One girl. One machine. A dotted line. 

Put them together in your business 
—and they complete almost twice as 
much work as before! The magic dotted 
line holds together sets of Moore con- 
tinuous forms. It lets work hurtle contin- 
uvously through typewriter, billing or 
tabulating machine — eliminates waste- 
ful hand operations. 

By bringing mass production to the 
office, Moore continuous forms cut costs 
for every type and size of enterprise. 


Continuous Register Forms and Registers 
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Fanfold Billing 
Machine Forms 
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The dotted line that slashes overhead ~~~~ 


Moore designed a Fanfold invoice- 
shipping order for a Massachusetts 
candy manufacturer. Result: work that 
once needed 3 writings was cut to “one 
form — one writing” efficiency — with 
a sharp saving in man-hours! 


Moore forms can cut costs in your business. For 
proof, call your local Moore office—in over 
200 cities, nearly everywhere. Or write any 
Moore factory: Niagara Falls and Elmira, N.Y.; 
St. Paul, Minn.; Denton, Tex.; Los Angeles and 
Emeryville, Calif.; Salem, Ore. Also, sales 
offices and factories across Canada. 


Continuous Interleaved 
Typewriter Forms 


Marginal Punched 
Business Machine Forms 


High-speed billing with Moore Continuous Fanfold Forms 


BUSINESS FORMS, INC. 


A national company offering a complete range of 
modern business forms * *  =QTHE RIGHT 
BUSINESS FORM FOR EVERY FORM OF BUSINESS! 


Sales Books for 
Every Business Operation 


Speedisets for Fast 
Carbon Extraction 











E LOOK upon our office as a 

combination of good people 
and good tools working together 
to a common end.” 

These words are from a spokes- 
man at Federal Life and Casualty 
Company, Detroit. The same of- 
ficial stated that it would be foolish 
to hire inferior people and give 
them good working tools—just as 
it would be equally foolish to hire 
skilled people and then give them 
inadequate tools and unpleasant 
surroundings. 

It was with this premise that 
Federal bought a building a couple 
of years ago and remodeled the 
interior to create a functional and 
efficient office for the vast amount 
of paper handling that is inherent 
in the insurance business. 

These offices now feature the 
best equipment in the most attrac- 
tive surroundings. One improve- 
ment is one that apparently has 
helped cut down on the number of 
colds among employees, thus mak- 





Insurance Company Has 


Policy That Pays Off 


ing them more productive and a 
great deal happier. Ultraviolet 
lights were put into air ducts of 
the air-conditioning system, and 
employees now breathe air that is 
sterilized. 

The old ceilings that reverber- 
ated with voices and noises have 
been replaced with acoustical ceil- 
ings, and fluorescent lighting was 
installed for maximum eye com- 
fort. Muzak with its scientific musi- 
cal selections has helped reduce 
tensions in the office. 

All these improvements have 
contributed to good working con- 
ditions at Federal Life. But the 
company went further than that. 
Executives of the organization 
have become more conscious in re- 
cent years of the fact that desks 
and chairs, filing equipment and 
systems, and the other essentials 
of an office are not just furniture 
and fixtures—even though that is 
how they appear on financial state- 
ments. They are really the tools 





Modern, efficient equipment in pleasant surroundings at Federal Life gives 
employees a good chance todo a better job and be happier while doing it 
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office people use to handle papers 
to perform useful work. 

One thing that has been done, 
therefore, is to standardize on 29)- 
inch desks. Most of Federal Life’s 
employees are women, and the 29- 
inch desks are much better suited 
to them than the older and higher 
desks. Most of the company’s male 
employees have found the new 
desks are more suitable for them, 
too. Posture chairs are used with 
these desks. 

Federal Life had previously had 
trouble with its filing equipment. 
because the girls had found thi 
drawers to be heavy, cumbersome, 
and hard to manipulate. When 
moving into its new offices, how- 
ever, the company standardized on 
Remington Rand Aristocrats, and 
now the records are available in 
one easy motion. In the insurance 
business, of course, it is imperative 
that names and records be quickly 
accessible, and it is equally im 
portant that all papers be securely 
attached. Kompakt folders hold 
the papers in place so that they 
cannot be accidentally dislodged 
—and they are not removed unless 
for some vitally important reason. 

Correspondence files in the cen 
tral filing department are set up in 
Variadex which adds color control 
to alphabetic control. According 
to the file supervisor, the system 
“saves a lot of time and prevents 
a lot of mistakes, because the color 
keeps the girls from doing the 
wrong thing.” Accounts receivable 
records are filed in cabinets tha! 
protect them from fire and water 
damage. 

With such modern and efficien! 
equipment in pleasant surround 
ings, it is no wonder that Federal! 
Life’s policy owners, agents, and 
employees are happy to be with 
such an organization. 
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This new Burroughs beauty 


belongs on every office desk ! 
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Full-sized 8-column hand 
operated adding machine 
only $125 
Delivered U.S. A. plus applicable taxes 













































in NEW 

+3 If there’s a desk in your office where figuring is done—even occasional FUNCTIONAL 

‘ figuring—equip that desk with this new low-cost Burroughs adding DESIGN 

, machine. It will pay for itself in a few years—a fraction of its useful life. 

1- » 

* Like all Burroughs business machines, the new Burroughs adding 

ad machine gets work done in less time, with less effort, at less cost. NEW 

y Compare it with any other make at a comparable price. Compare NON-GLARE 

d construction, features, ease of operation. You'll know that a Burroughs 

i is your best adding machine buy. KEYBOARD 

2. Call your Burroughs office today for a demonstration or mail the e 

coupon. Other Burroughs adding machines include models with 

n electric operation, direct subtraction, various totaling capacities. NEW 

. SURE-TOUCH 

- Buy a Burroughs on easy terms. As little as 10% down; 

ad up to 18 months to pay the balance! KEYS 

i 

. WHEREVER THERE’S BUSINESS THERE’S 

e 4 s 

urroughs 

: -—----------——---- -&_--------------- 4 

r I | 
BURROUGHS ADDING MACHINE COMPANY, DETROIT 32, MICHIGAN | 

| 
() Please send me descriptive folder and NAME__ a 

: | prices on Burroughs adding machines. COMPANY ___ : 

l (J I would like to see a demonstration ADDRESS___ 

’ 1 at my place of business. j 
! | 
Cee eo — 
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Edison believes furniture should be functional as well as the right color to get the most benefit from fluorescent light. 


| 
: 
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Here a conference desk in the sales manager’s office provides table space for comfortable meetings with customers 


How to Make Full Use 
of Brighter Lights 





Commonwealth Edison Company of Chicago put in 
fluorescent lights and found that the higher level 
light on white papers and dark furniture produced a 
glare that was hard on the eyes. Here is Edison’s solution 





By M. G. French 


HE problems that face every 

business loom doubly large for 
a utility. Besides such tasks as 
keeping costs down, handling large 
numbers of employees, and stand- 
ardizing as much as possible, the 
utility must strike a neat balance 
between being conservative and 
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keeping a step ahead of the field. 

In the average business constant 
improvements are necessary to 
keep customer and employee rela- 
tions favorable. Here again the 
utility’s task is magnified, because 
the public expects a lot more from 
public service companies. Speed 





and accuracy are taken for 
granted as a customer’s right. To 
keep up with this unspoken demand 
as well as the great volume of work, 
employees must be efficient and 
they must have the proper place 
and tools for the job. 

Once a utility solves a problem, 
of course, the satisfaction is jus- 
tifiably great. To preclude any 
chance of things becoming dull, as 
soon as one problem is out of the 
way a new challenge is likely to 
appear. 

At least the Commonwealth 
Edison Company of Chicago has 
found this scheme of things true. 
For example, the electric com- 
pany installed dark mahogany- 
stained steel furniture in its offices 
some years back. The dark furn'- 
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For every record —in every size... 


ht. 

* REMINGTON RAND TRANSFER CASES 
You keep your inactive records fora reason... hard steel slides and roller bearings. You can 
perhaps government regulations make such _ store and preserve more records for longer 
retention obligatory. Or, you are building a __ periods and be assured that the in-built superi- 
stockpile of facts against future need. ority of these steel transfer cases is quietly 

When file “transfer time” arrives and you working for you . . . forever. 
prepare to put those inactive records away, There are Remington Rand cases to fit all of 
| remember — the minute you need an inactive —_ your records, no matter what size or quantity... 

“ . file, it’s no longer “inactive”. You'll want action _ cases designed to give you more storage space 

a ... fast. And the best way to be sure you'll get _ than any others, of any make . . . built to give 

k, the records you want, when you want them, is _ you real service over the years. 

nd to house those “inactives” in Remington Rand Plan now to put your inactive records in the Best Place... 

ce transfer cases. the Best Case. Write today for your copy of Folder LBV 488, 





Here are steel cases built to hold and pro- 
tect the maximum of records in a minimum of 
floor space. Stack them ceiling high, from wall 
to wall, yet every one of the thousands of could- 
be-important facts they contain will be readily 
accessible! 

And — you'll know that your transfer cases 
are good for the life of your business . . . no 
replacements . . . no failures . . . no sagging. 
Drawers slide out in an instant, on reinforced 


Copyright 1949 by Remington Rand Inc. 


Effective Housing for Inactive Records, to Systems — Photo 
Records, Management Controls Division, 315 Fourth Avenue, 
New York 10, N. Y. 





Your copy is 
waiting for 
you NOW 














* 
THE FIRST NAME IN BUSINESS SYSTEMS Remnglon Rand 
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ture was in step with the times, it 
was conservative and solid looking. 
The furnishings were just what 
people expected to find in a public 
service company. 

As the electric company ex- 
panded, its paper work mounted 
and its offices outgrew the down- 
town building. A few years ago the 
Edison Company adapted a second 
building downtown to house the 
overflow. Though the building was 
well built and in a good location, it 
needed remodeling. 

First step in modernizing was to 
tear down the partitions that had 
split the floors into a mosaic of 
dark cubbyholes. Large, light of- 
fices were the goal, so the company 
installed fluorescent lighting in all 
the rooms. Then Edison found 
that the high-level lighting was a 
definite improvement but the con- 
trast between the dark mahogany 
furniture and the white papers was 
still a factor to be reckoned with. 

The illuminating engineers and 
the office service and equipment de- 
partment worked together for bet- 
ter seeing conditions. The latter 
department tested color samples 
from different manufacturers. No 
available color was exactly right 
for fluorescent lighting, although 
many companies were installing 
the brighter light system. Edison 
finally developed a light-gray ham- 
mertone finish which reflected the 
most light. The only drawback was 
that the color looked too cold and 
clinical. By mixing brown with the 
gray the department produced a 
hammertone tan finish that was 
neutral but had warmth in it. The 
tan finish gives from 33 to 38 per 
cent light reflectance, while the 
minimum ideal light reflectance is 
35 per cent. The goal was reached. 

Edison began refinishing desks, 
chairs, filing cabinets, and other 
furniture in the new tone. When 
the first desks came back everyone 
wanted one. A considerable portion 
of the furniture has already 
been refinished, and any new equip- 
ment is ordered in the same color 
made especially for Edison. Now 
the departments look modern and 
eyestrain and 


more 


inviting ; 
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fatigue have disappeared. Besides 
these benefits Edison found that 
light furniture is not hard to main- 
tain. After this discovery some 
dark woodwork was limed to har- 
monize with the light furniture. 

Being the best color for fluo- 
rescent lighting is not the only 
feature of the furniture, for it is 
functional as well. Employees who 
use Comptometers or other busi- 
ness machines have desks designed 
to hold this equipment. Supervisors 
sit at desks with overhanging tops 
where they can hold small meetings 
or instruct employees. These desks 
overhang only at the back to keep 
the aisles free and to save space. 

Functional furniture has found 
its niche in private offices, too. One 
enthusiast is Herbert W. Vetter, 
manager of the office service and 
equipment department. He disliked 
the idea of being surrounded by a 
wall of furniture—desk, table, 
phone cabinet, bookcase, file cabi- 
net. He installed a light wood con- 
ference desk in his office which re- 
flects a high degree of light. Its 
overhanging top allows up to six 
men to gather at his desk for meet- 
ings. The desk occupies 24 square 
feet of space, compared to the 
former desk and table combination 
which took 35 square feet. No 
telephone cabinet is needed as the 
instrument is attached to the side 
of the desk. 

Then to do away with con- 
ventional and filing 
cabinets the office service and 


bookcases 





equipment department designed a 
combination of them. This piece is 
of matching wood and is as high 
as the desk. The cabinet has two 
filing drawers with locks; a long, 
narrow drawer for maps, drawings, 
and charts; and two bookshelves. 

Mr. Vetter proved his point 
dramatically. The idea saved so 
much space that he had his office 
reduced to three-fourths its size, 
The extra space was added to the 
general office outside his own, where 
it was badly needed. 

One more place where the con- 
ference desk pays its way is in the 
public offices. Here this versatile 
type of furniture speeds customer 
errands and dealings with service 
representatives. Customers  p- 
preciate the ease with which new 
applications, changes of address, 
and other business can be handled. 

Employees, too, appreciate their 
modern equipment. Many of them 
have remarked how pleased they 
are with the light offices. Tic 
acoustic tile ceilings, air condition- 
ing, and Muzak (played at inter- 
vals in noisy machine 
come in for their share of com- 
ments, too. Another measure of the 
program’s effectiveness is the large 
number of visitors from other con- 
panies who are anxious to see tlic 
benefits of Edison’s pioneering. 

Meanwhile, Edison has begun 
testing various colors for walls and 
floors to increase light reflectance 
even more and to harmonize with 
the hammertone tan desks. 
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How to Uncover New Talent 


AMBLE-SKOGMO, Ine., re- 

cently had a gigantic reorgani- 
zation in its 515 branch stores. 
Managers relinquished many of 
their duties to assistants and 
clerks, and complete responsibility 
for certain jobs was turned over 
to these people. But the reorgani- 
zation lasted only a month. 

The plan was conceived to un- 
cover new sales and management 








talent in the company. Personnel 
Director C. T. Gibson put it this 
way: “There is room in our organi- 
zation for many more high-graile 
store managers, assistants, and (ec- 
partment heads. We’re out to find 
them—right in our own compaiy 
family. There’s a lot of talent in 
these folks and we’re going to un- 
cover it. More accurately, we're 
going to let them uncover it.” 
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Mn. Whovrably. while very young was probably 
frightened. by a wing collar... 


Miz. worrasty’s office is very Olde 
English . .. except for phones, typewriter, 
cover girl secretary and P. Wilfred himself. 

He’s late English, and looks like What 
The Well Dressed Man Will Wear Next 
Year...a worrier, awfully Correct Thing, 
and wouldn’t be caught dead with his tie 
crooked—goes with the business, I guess. 

But he’s no dope...does very well with 
Wulspen Woolens, Ltd., importing fancy 
Suitings for two-hundred-clams-per-copy 
tailors, and a few big manufacturers. Sends 
out catalogues, swatches, quotations ...a 
natural for a postage meter. 

I popped in on P. Wilfred of a Monday 
a.m.,and by appointment, of course. Cover 
Girl was just uncovering the morning mail. 

P. Wilfred warmed up to the postage 
meter... Buying postage by having the 
postal chaps set the meter was novel— 
but sound, very! Because no stamp with 
stickum on its back was too bally practical, 
what? Dampish days they did clot? 
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NEW DESK MODEL!...The DM 
is a postage meter for everybody! 
...only a little larger than your 
phone—but it stamps and seals 
mail of all kinds and classes’... 
Write for descriptive folder...today! 


Keep a short stock of stamps, and run 
shy of threes, say—then what? Two and 
one look messy, while five was too much... 
many a mickle makes a muckle, mustn’t 
forget! With a big stock, stamps get lost— 
or lifted, eh? But postage in a gear ratio 
—couldn’t get around it! Clever, utterly! 
... 1 wondered who was selling who! 


Printinc one’s postage—charming! 
Recalls the royal prerogative, King’s signet 
ring and that sort of thing! . . . Print any 
value stamp with those jolly little levers? 
Devastatingly ingenious! Print postmark? 
And a postmark advertisement—splendid! 
Seals envelope, too? Remarkable! 

P. Wilfred babbled on... So pleased 
with the meter’s “accounting aptitude.” 
And metered mail moves fast through the 
postoffice—jolly well should!... 

If I ever saw a sale in the well known 
bag, it was PWW...Then he just froze up! 

“‘Wonderful machine, old man, but not 
for us. Wool trade wrapped in tradition, 
y’know. Meter stamps maybe not dignified” 
...P. Wilfred goes out to see a buyer... I 
don’t know whether to smack him or spit! 


PITNEY-BOWES 


PITNEY-BOWES, Inc., 
2106 Pacific Street, Stamford, Conn. 

Originators of the postage meter ...largest makers of mailing 
machines ...offices in 93 cities in U. S. and Canada. 


Tell 





Well, who comes up fighting, but Cover 
Girl! “Dignity!” says she. “‘Let’s show him 
some of the mail we get! A postage meter 
might help me make a lot more dignified 
departure nights, too!”’ 

In PW’s wastebasket were thirty-one 
meter-stamped letters! Cover Girl starts 
thumb-tacking envelopes on the display 
board... When PW gets back, his eyes 
pop at the show of meter-stamped mail 
from top drawer tailors, banks and stores 
all over, Madison Avenue, Fifth Avenue, 
Rochester; his local bank, New York banks, 
London banks; English mill agents, two 
Bond Street shops . . . Has metered mail a 
class clientele? You tell em! Or let PW do 
it—he burbles! . . . I couldn’t marry Cover 
Girl (ineligible—me) but gave her the best 
lunch anybody could buy! 


Dicnrry—or don’t mention it—there’s 
a job in every office that a postage meter 
does best ... and a meter model for every 
office, small or large! If you want to see a 
list of dignified metered mail users. . . call 
the nearest Pitney-Bowes office. Or write 
for,““So You Have No Mailing Problems?” 


age Meter 
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Ley Wy 
IN STYLING... UTILITY... 
CRAFTSMANSHIP 


ART METAL 


BUSINESS ENGINEERED 


If you feel your office deserves the very finest and most modern in desk 


styling ... design... 


craftsmanship . . 


. and utility ... then here is what 


you seek: Art Metal “business engineered” desks. 


Art Metal is famous for pioneering modernism in desk design — and 


the production of work organized desks. Today, more than ever, Art 


Metal offers a complete and finely engineered line of modern office 


desks . 


. broad in scope and utility. The design and construction of 


Art Metal desks represent the ultimate in experience and craftsmanship 


. and they are built to provide the utmost in service and styling. 


Manual of desk drawer layout helps 
you save lost space and efficiency! 


Write today for your 
FREE copy of Art 
Metal’s ““Manual of 
Desk Drawer Layout’’. 
It illustrates and de- 
scribes the most direct 
Ways to gain greater 
desk efficiency—to save 
yourself lost manhours 
—to increase efficiency—and lower office 
operating costs. Write to Art Metal Con- 
struction Co., Jamestown, New York. 

















Art Metal 
<a 


a Yesks ° Safes * Files 


Art Matal 


Business Equipment 


Jamestown, N. Y. 


““Oninyy office Ov 


For the newest and finest in modern desks... choose Art Metal 











Plan Reduces 
Turnover 


(Continued from page 11) 





at Cook, including a solution for 
reducing time lost through ab- 
senteeism by 10,000 hours per 
year. Joint efforts of the junior 
board and plant board have re- 
sulted in a new black-topped park- 
ing lot, new lockers for plant 
workers, and a new handbook for 
employees. 

Both the junior board and the 
plant board meet in the senior 
directors’ conference room, illus- 
trating the lack of distinction 
made among workers. This same 
lack of distinction is further 


evidenced in the cafeteria where 
everybody eats together. There is 


no special room or table for execu- 
tive officers. Every Thursday noon 
there is a movie in the cafeteria. 

The closest thing to separation 
of management and plant at David 
Cook is probably the heated ga- 
rage that houses the automobiles 
of the six senior board members. 

When considering the unusual 
ways of doing things at David 
Cook, the physical plant itself de- 
serves mention. The building was 
constructed in 1901, and it looks 
more like a school than it does an 
industrial plant. The business had 
been moved from Chicago where it 
was begun back in 1875 by David 
Cook, then a salesman of sewing 
machine accessories, who spent 
much of his spare time organizing 
Sunday schools in  Chicago’s 
poorer districts. 

In days gone past, the problem 
of the integrity of employees was 
a very important one to Mr. Cook. 
Company policies were very strict 
and off-hour activity was closely 
supervised. David Cook III, grand- 
son of the company’s founder, 
today approaches this problem 
from another angle. He provides 
his employees with many outside 
activities, and then they can de- 
cide what they want to do with 
their spare time. 
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Monroe solves your figuring 
and accounting problems...a 














model to meet every need! 
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Monroe CALCULATING Machine 


FULLY AUTOMATIC! Star performer saves 
time, effort. Sturdy construction, long, 
trouble-free service. “Velvet Touch’* 
operation. Huge appetite for figures! 
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TOP VALUE! New 8 column with direct 

















a's, 

l subtraction. Budget priced. “Velvet 
ua Touch"* keyboard. Engineered to in- 
vid crease figure production, lessen fatigue. 
= | ™B9or fish 
~4 oor fish... following 
ks 
the h in!” 

e horses again! 
ad 
it 
vid Below or above the waterline, following the horses 
ng . . ° : 
i is a pursuit occasionally accompanied 
ng by a certain element of risk. In fact, some folks even go 
+] 
st so far as to say you can’t figure horses . . . even on a Monroe! 
om This surprises and somewhat embarrasses us. Monroe ACCOUNTING Machine 
as We’ve always maintained that whatever the figuring VERSATILE! Simple, fast, efficient! Like all 
k a" te Monroes, its ‘Velvet Touch’’* is one reason 
ton or accounting job, Monroe makes a machine to handle it. why operators who know prefer Monroe. 
ct ‘ P ° ‘ ° 
. *"VELVET TOUCH” originated in 1935 to de- 

vm And that every Monroe is equipped with fatigue-fighting, Ee SIE sapere tn NB to do. 
d- work-saving “Velvet Touch”* to make the job easier. 


Every Monroe is sold only through 


Ty There’s a sure thing for you! Monroe-owned branches; serviced by 
Monroe’s factory-trained organization. 


M O N RO E MACHINES FOR BUSINESS 


Monroe Calculating Machine Company, Inc.,General Offices, Orange, N. J. 
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Try 


ACCO g! 


You'll Like It Better Because It IS Better 


When all is said and done, the true reason why you ought to 
use the Acco method is that you'll like it better! 


You'll like Acco Fasteners, Accobind Folders and the Acco- 
binding way of filing all your business papers because they 
mean security, neatness, order, quick finding, office and per- 
sonal efficiency. 


Acco-binding does away forever 
with “scatteration filing”, limp 
and messy folders, lost or mislaid 
papers. Acco-binding brings all 
related papers together and keeps 
them there. Your correspondence, 
orders, invoices, reports and other 
records are always in order, safely 
bound — temporarily or perma- 
nently as you wish — and readily 
available. 


Acco-binding is easy to operate, 
foolproof, economical. Simply 
punch your papers, place them 
over the prongs of the Acco 
Fastener in an Accobind Folder 
and be assured that “Acco-bound 
papers are SAFE papers”. 


Yes, you certainly will like Acco- 
binding better, because it is better. 
Try it and see! 


Ask your Stationer to bring you this 
Acco-binding assistance. 














ACCO FASTENER 


ACCO Fasteners are made in 30 styles and sizes for Loose Leaf binding 
ACCO PRODUCTS Incorporated, OGDENSBURG, N.Y. 


In Canada: Acco Canadian Co., Ltd., Toronto 















Parts Book 
Headache 


(Continued from page 13) 


book, while the automatic feeders 
are used in printing price cards. 

Once the Addressograph plates 
have been made, about 80 per cent 
of them are used over and over. 
This is due to the fact that even 
the most complete model changes 
result in changing only a limited 
number of parts. All of the others 
use, hence the corre- 
sponding Addressograph 
also remain in use in preparing tlic 
revised parts books. If 80 per cent 
of them are used over, then «an 
equal percentage of typing and 
proofreading is eliminated. 

The page size of the Master 
Truck Parts Book is 1234 by 
1014 inches. The actual printing 
area used is 1014 by 914 inches, 
the longer dimension being thie 
horizontal one. This wide space is 
necessary to provide room for all 
of the information on some of thie 
parts in one line. 

Now an Addressograph plate is 
only 314 by 114 inches in size. It 
holds a maximum of 9 lines and 
40 characters per line. But by us- 
ing 3 each equipped 
with 3-column listers, GMC is 
able to combine automatically thie 
9 lines in one horizontal line 
containing as many as 360 charac- 
ters, which is more than ample for 
the wide page. 

Distribution of the first Master 
Truck Parts Book brought a flood 
of praise—and some criticism 
from the 3,000 GMC dealers. They 
were mighty glad to 
master parts book to replace thie 
46 which they had been using. They 
would know where to find the neces- 
sary parts information which they 
required constantly, and they 
would be able to find it quickly. 
Some ventured to suggest that the 
book might be improved, thoug)), 
and the management knew that it 


could be improved. 
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+O ORGANIZED REPOrRre 


IBM ACCOUNTING MACHINES PUT FACTS IN ORDER... 
PROVIDE INFORMATIVE REPORTS ... WHEN NEEDED 


Nothing is so important to efficient business 
administration as the ability to grasp the 
full meaning of situations as quickly as they 
arise. But nothing is so unprofitable as 
unorganized facts, which fail to provide the 
information necessary to meet these situa- 
tions effectively. 


IBM Accounting places you in the best 
position to meet each situation as it arises. 
It does this by means of electronic and 
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electric machines which perform a// major 
accounting operations. This equipment au- 
tomatically processes information recorded 
just once in IBM Cards, and prepares finished 
records, analyses, and other documents from 
the same cards—with an accuracy and speed 
far surpassing manual means. 


A demonstration will show you quickly 
how IBM Accounting can be profitably 
applied to your own organization. 
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avings on 
FIRST ORDER 


UARCO forms 
paid for our 


modernization! 





































For this dress manufacturer-wholes tem... had already saved 3c per in- 
saler, modernizing meant a complete voice. Yet he was able to save still 
change in his billing system—and buy- more by having a Uarco forms sys- 
ing a new electric typewriter. tem designed for him alone. 

His newforms, Uarco Manifold, saved Any business can do the same. Any 
$385 onthe very first order! Morethan ype of business... any size. And you 
enough to pay for the typewriter— don’t have to know how to set up a 
enough for the whole program—and forms system. Your Uarco Repre- 
now savings multiply witheveryorder! sentative does that free of charge. 

The thing to remember is that this Just phone him for a complete survey 
manufacturer already had a good sys- —and see where you can save! 







All in one? Customer’s bill, 
packingslip, accounting copy, 
commission copy, salesman’s 
copy, factor’s copy, and file 
copy—all in one writing! 


LARCO 


(NCORPORAATEIO 


Business Forms 








UARCO INcoRPORATED 
Deep River, Conn., Chicago, IIL; Cleveland, Ohioz 
Oakland, Calif. Offices in All Principal Cities 





NUOUS-STRIP FORMS SINGLE SET FORMS —— REGISTERS 
FOR TYPEWRITTEN AND BUSINESS MACHINE RECORDS AND REGISTER FORMS 











The book was sewed and had a 
paper cover. Copy had been run 
on a standard Addressograph rib- 
bon, which didn’t photograph per- 
fectly in every case. It contained 
no dividers and had no tab index. 

The second edition was printed 
on loose-leaf sheets and bound in 
a post-type binder with steel-rein- 
forced back, with stiff covers of 
leatherette. Using a carbon ribbon 
on the machines made the charac- 
ters sharper and clearer. Major 
groups are easily located by the 
use of dividers and thumb tabs. 
More and larger illustrations were 
used. 

Other improvements already are 
being planned for the third edi- 
tion. Among other things, a 
chrome-coated master copy will be 
used instead of a ribbon. Such 
masters already have been used in 
the preparation of some other 
books and have been proved to 
produce clearer and sharper char- 
acters and to eliminate consider- 
able opaquing at the printer’s. 

The Master Truck Parts Book 
is kept up to date by monthly 
parts release and change notices. 
When a new model is brought out, 
an individual parts book may be 
issued for it until the master book 
is revised. 

The Addressograph department 
also prepares a Parts Warehouse 
Classification Record Book. This 
is printed on letter-size pages, in 
the same way as the other parts 
books. 

When necessary to revise the 
Master Truck Parts Book, the 
workers only have to incorporate 
the recent changes and additions 
and run proof copy. Final master 
copy can be completed in about 2 
weeks. 

The GMC management was so 
well pleased when the first edition 
of the master parts book was is- 
sued that a dinner was held at a 
local hotel in honor of the catalog 
department and a skit was pre- 
sented to dramatize—and _bur- 
lesque somewhat—the scrapping 
of the “Five-foot bookshelf” and 
the convenience of the new master 


book. 
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YOUR MOST 


eee 


Do you know what is the most expensive office desk? 
The big, lush job fit for a movie magnate? No, Sir! 
It’s that golden oak number you bought fifteen or 
twenty years ago. Its price, probably, was only fifty 
dollars, but you may be sure you are still paying for 
it — every hour of every day! 

‘To the person who works at such a desk, it is alive 
with annoyances and distractions: splinters that catch 
at hose and other clothing, drawers that put up a fight 
every time they are opened, chipped tops that make 
writing difficult, and a host of other irritants. Morale 
drops. Efficiency plummets. 

Office personnel react to surroundings and equip- 
ment just as do production workers. Both need efficient 
tools and good working environment. 

Desks, chairs, files and similar equipment are the 
tools of your office. And it costs so little to have the 
best. In ten years you can write off the cost of a space- 
saving, ultra-efficient and attractively designed Steel- 
case desk for the price of a pack of cigarettes a week. 
But, the desk will give efficient service for thirty years! 
















Steelcase Multiple-15 desks are engineered to com- 
bine the ultimate in space economy with the maximum 
in working efficiency. All parts are standardized and 
interchangeable, can be adapted quickly and easily to 
special requirements. Four Multiple-15 desks can be 
put in the space formerly occupied by three. They’re 
really good looking, excellently finished. 

Easyrest posture chairs give you more for your 
money in comfort, style and durability; and Steelcase 
Stylefiles have the famous Steelcase patented suspen- 
sions which permit fingertip operation of fully loaded 
drawers. Steelcase equipment is exceptional in en- 
gineering and construction — outstanding in value. 


LET US SHOW YOU how you can modernize your 
office economically, improve morale and increase your 


clerical efficiency. 
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Business FE quip J ae a 


A comfpitible worker iw a bil worker 


METAL OFFICE FURNITURE COMPANY 


GRAND RAPIDS, MICHIGAN 
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Manufacturers of MULTIPLE-15 DESKS—EASYREST POSTURE CHAIRS—STYLEFILES 






Even at the end of the month, there 
is no peak load to keep this young 
lady working late*. The Trial Bal- 
ance agrees with the General Ledger 
Accounts Receivable Control. 


Why? 


Because day after day as she posted 
every debit and every credit, this 
Underwood Sundstrand MODEL A 
Accounting Machine automatically 
balanced each Customer’s Statement 
and Ledger Account. 


And, it automatically proved the ac- 
curacy of each posting ... the instant 
it was completed. 


With this low-cost Underwood Sund- 
strand machine, this operator posts 
the Customer’s Statement and Ledger 
Account and prepares the Daily 
Journal... all in the same operation. 


Also, with this machine, she posts 
the Accounts Payable and prepares 
her company’s Payroll . . . additional 





jobs which are done quickly, with 
absolute accuracy. 


Adaptable to Your Business=— 
Large or Small 
Underwood Sundstrand Accounting 
Machines are now saving days and 
dollars for every kind of business. 
They’re used for Accounts Receivable, 
Accounts Payable, Payroll Records, 
Stock Records, Sales Analysis Records 

. and many other applications. 


You'll find an Underwood Sund- 
strand model to meet your individual 
requirements. Call your local Under- 
wood office for full details. Or send 


for illustrated folder today! 
© 194¢ 
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Underwood Corporation 


Accounting Machines... Adding 
Machines . .. Typewriters... 
Carbon Paper... Ribbons 
One Park Avenue New York 16, N. Y. 
Underwood Limited 
135 Victoria St., Toronto 1, Canada 
Sales and Service Everywhere 
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How to ACCOUNT for a Machines Up 
HAPPY ENDING Business 
»»every month! 
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(Continued from page 17) 


cards for the various box sizes 
ordered. Of course, an order may 
come in for a new size from a com- 


pany, and then a new card is 


added. In most cases, however, the 


cards in the file will cover the 
orders, and so these punched cards 
are used for billing, order acknowl- 


| edgments, and other statements 





| punched is 


and reports already mentioned. 
The whole system, as one Lanzit 
official said, is based on order ac- 


| knowledgment and billing. As soon 


as each order is received, it is ac- 
knowledged, listing the size of the 
boxes ordered plus the quantity 
and price. In this way, if an error 
has been made in the order by thie 
customer, he can catch it in the 
acknowledgment—and he in turn 
can give the correct size or number 
before Lanzit starts work on the 
incorrect order. The importance 
of some such fast acknowledgment 
system in a custom business can 
hardly be overstressed. 

Along with its new accounting 


| machines (key punch, multiplier, 


reproducer, tabulator, sorter, and 
collator), Lanzit installed an IBM 
master clock system. One master 
clock controls all the others in the 
plant, and when it is reset (from 
daylight to standard, for ex- 
ample), the others automatically 
follow suit. Also, during lunch and 
rest periods, time clocks stop; and 
so, at the end of the day, the time 
exactly the time 
worked. No time is lost in the of- 
fice, figuring a few minutes lost 
here and a few there because of 
rest periods and lunch hours. 
Before the IBM machines were 
completely installed at Lanzit, Ac- 
counting Department Supervisor 
C. Herlinger spent 2 weeks at 
IBM’s customer administrative 
school in Endicott, New York. 
IBM then trained the other en- 
ployees in the department in 
Chicago. 
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OZALID copies 


save time, money, labor! 


1. Duplicate file cards, letters, reports, drawings in sec- 
onds! Just place them against one of the many types of Ozalid 
sensitized materials and feed them into the Ozalid machine. 
Positive copies are delivered dry and ready for use. Make 
1 copy or 1000! Ozaprints can be made in different colors, 
against different colored backgrounds, on different materials. 





3. Imagine asking for “ten copies in three minutes”. . . 
and getting them! Give your copy-typists more important 
work to do by letting the office boy operate the simple, 
speedy Ozalid machine! A fuller explanation of Ozalid awaits 
your request. Ask for it today. Or find your Ozalid distributor 
in the classified telephone book. 





2. Translucent originals will eliminate any intermediate 
steps. You get Ozalid copies directly ...no special “masters,” 
no time-delaying machine set-up. Stationers and printers 
will help you save time and money by supplying all business 
forms (even file cards, business-reply cards and letterheads) 
on translucent stock, now. 





Don’t copy...use 


OZALID 


A Division of 
General Aniline & Film Corporation 
“From Research To Reality” 


DEPT, NO. 149 


@] Z A L i D Johnson City, New York 





Gentlemen: Please send free copy of “The Simplest 
Business System”... fully explaining use of trans 
lucent papers and Ozalid Streamliner. 
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Name Position an 





Address___ 


Ozalid in Canada— 


| 
{ 
| 
| 
| 
| 
| 
Company— - 
| 
| 
| 
Hughes Owens Co., Ltd., Montreal 
















Drop your 


PAYROLL 
TROUBLES 


at our door 


New you can drop all your payroll 
troubles at our door—and forget 
them! 


We will prepare all your payroll data 
each week ... payroll registers, dis- 
tribution forms, etc. (even checks) 
... and send them to you on time. All 
work is prepared according to bank 
standards, in our offices, by trained 
personnel using high-speed alphabetic 
and numeric tabulating machines. 


Many firms find we save them real 
money on payroll costs week after 
week. We think you will, too. 


FREE BOOKLET 


“Modern Payroll Service” tells how 
this efficient, confidential service can 
be used by your firm. Send for it now. 


Tabulation Specialists 


Let us tabulate your sales, orders, 
prices, costs, inventories, vouchers, 
special reports and other statistics— 
just as we have been doing for many 
of America’s leading firms these past 
40 years! 


For literature and quotations, write to: 


Recording and Statistical 
Corporation 


CHICAGG © BOSTON © # £DETROIT 
MONTREAL © TORONTO 


100 Sixth Ave. New York 13, WN. Y. 
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of top management say that 
pensions are an actuarial impos- 
sibility and refuse to include them 
in collective bargaining. 

Despite the violent objections of 
many management men, other man- 
agement leaders are paying pen- 
sions without worker contributions, 
and there are enough such plans 
with apparently successful _his- 
tories to hand the unions a sharp 
tool to use in prying pensions from 
other industries. 

But to say, as many 
leaders do, that the men are en- 
titled to pensions from every em- 
ployer, minus any worker con- 
tributions, seems wholly in error 
because it is well known that a 
pension plan is a heavy burden on 
many companies, and it is probably 
true that some struggling com- 
panies will be unable to adopt pen- 
sion benefits in the foreseeable 
future. 

Here we have the makings of a 
long-drawn-out, costly fight—a 
fight that will stir up enmity and 
strife for a generation. It may 
reduce productivity of the workers 
and prolong the bitterness in labor- 
management contacts which had 
just begun to show signs of calm 
and peace. 

This new cause for strife and 
bitterness is a national tragedy. 
It can do nothing less than reduce 
our standards of living, and if we 
are to have one costly strike after 
another every time a group of 
workers decide that they must 
have pensions, it is likely that we 
will end with a costly slump which 
will rob us of “security,” which is 
just what the unions claim to be 
fighting for. 

Here then are the issues: Shall 
we fight out the “security” bene- 
fits in a long-drawn guerrilla war- 
fare with both sides sustaining 
frightful losses which will wipe out 


union 





Business Behind the 
Pension 8-Ball 





all probable gains for the next 
generation? Or will labor and man- 
agement both rise above penny- 
ante unionism and _ penny-ante 
management, and join hands to 
conduct an intelligent study of 
pension and security plans? 

Now it is easy to dismiss this 
question with the assertion that 
labor has become so militant, so 
arrogant, and so unreasonable 
that nothing remains but class 
warfare. In fact, management has 
much provocation for taking 
exactly this attitude. Manage- 
ment’s patience has been tried to 
the breaking point time and again 
over hourly rates, shop rules, juris- 
dictional fights, grievance proce- 
dures, and a thousand and one re- 
sults of penny-ante unionism. Now 
comes a new issue to try the souls 
of men who are responsible for 
corporate profits, meeting pay- 
rolls, and preduction at sensible 
prices. 

Add to this the Government’s 
avowed intention to harass and 
police business on a penny-ante 
bureaucratic basis, and it would 
seem at first glance that manage- 
ment would be wholly justified in 
telling labor to go to hell with its 
demands for pensions. It almost 
seems as if pensions are the camel’s 
back-breaking straw. 

It is a situation where the pa- 
tience of Job, the wisdom of 
Solomon, the strength of Samson 
and the skill of David are needed 
by every management man. Labor 
is asking a big price and is intent 
upon using every last ounce of iis 
current power to enforce its 
demands. 

Yet the most farsighted leaders 
believe that the present situation 
may hold a real opportunity for 
management and labor to get to- 
gether and work out a solution— 
or a dozen solutions. They reason 
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y- — If your figure work is heavy, the new Fully Automatic 


ile AUTOMATIC 




















Marchant Figuremaster is what you need. The new low-cost 
Semi-Automatic model is particularly adaptable for smaller 


businesses. Both models are available in 10 or 8 bank capacities . . . choose whichever fits 















: your requirements and your business budget. Both models have all the 18 principal 
Id new features of the Figuremaster line, including automatic point-off in division, 
é indicated either as a decimal or percentage . . . “phantom touch” key action 
a for almost effortless operation . . . 40% greater dial visibility for easy 
+ reading. These achievements, together with Marchant’s 
s Ff traditional supremacy in simplicity, silent speed and accuracy control, 
| establish the Figuremasters as the world’s foremost calculators. 
- 
vf 


AUTOMATIC 






FIGURE FASTER WITH A 


Figuremasters wili do your calculating faster 
i and cheaper. The Marchant Man in your 

phone book is ready to prove this by a 

demonstration on your own work. No 


MARCHANT CALCULATING MACHINE COMPANY 
Oakland 8, California A9 


Please send me free information about the new Figuremasters 





n obligation, of course. Call him today I am interested in the Fully Automatic Oo the Semi-Automatic O 
r or mail the coupon to 

. . Name 
- ; Marchant Calculating Machine Company, 





; Oakland 8, California > Addrees 






City. 
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SYSTEMS SALESMEN 


You seldom, if ever, read want ads. . 


to your attention. You probably have a good job 
right now and haven't been seeking another . . . 


at the same time you wouldn't pass up a real | 


opportunity either. 

_ To get down to cases, we are a long estab- 
lished, highly respected company, an acknow!- 
edged leader in our field, specialists in Time- 
saving Visible Record Systems. We have a 
number of very attractive executive sales posi- 
tions available in several cities. They are in 
direct branch offices of the company serving 
well established territories. Successful sales ex- 
perience is required . . . and a knowledge of 
record systems or accounting is essential. 


Write for personal interview, giving full details 
of your education, experience and 
qualifications. Please enclose a re- 
cent snapshot, 


ACME VISIBLE RECORDS, INC. 


122 S. MICHIGAN AVE. «¢ CHICAGO 3, ILLINOIS 





n . if you | 
are the caliber man we are looking for . . . so 
we are using this method of bringing our offer 





DO/MORE 


Posture Chairs 


WITH 
PERSONALIZED 
Seating Service 


FOR... 
EXECUTIVES 


DEPARTMENT 
HEADS 


STENOGRAPHERS 
CLERICAL STAFF 
FACTORY WORKERS 


Do/More Chairs are the 
choice of thousands—for 
comfortable sitting, and pos- 
tural aid to physical fitness, 
mental alertness. They're 
carefully fitted to the user... 
and to his or her work! For 
counsel on your seating prob- 
lems, or for literature, write 


DOMORE CHAIR 
COMPANY, INC. 
Dept. 1103 
ELKHART, INDIANA 


DO/MORE 


Sea tt#1 G Se CUV ICE 


DEPARTMENT HEAD 








thus: To fight “security” is un- 
popular with all the people. It 
places management in the position 
of being standpatters, reaction- 
| aries, and enemies of progress to 
oppose security. Security, whether 
it comes in the form of pensions, 
annual wage plans, savings plans, 
hospital, old-age and other bene- 
fits, has a strong emotional and 
sentimental appeal to nearly 
everybody. To oppose it is, to a 
goodly sector of our people, like 
telling children there is no Santa 
Claus. We must face this fact— 
this emotional and 
sentimental appeal of anything 
| labeled “security,” even though it 
may actually be far from secure. 
It is a subject about which many 
people cannot be rational. Yet 
business cannot retreat behind the 
claim that pensions are actuarially 
impossible. Nor can business use 
any of the many sound arguments 
against pension plans. The people 
just plainly will not listen any 
more than they were willing to 
listen to the many arguments 
against labor unions and collective 
| bargaining. Of course, business 
can retreat behind the old answers, 
many pension plans have failed, 
pension plans cannot be supported 
by small companies, pension plans 
rob a company of flexibility and 
tie up capital sorely needed for ex- 
pansion. There are plenty of oft- 
repeated objections to pensions, 
and some of them are sound. But 
the issue has been given so much 
sweetening by the softhearted and 

| sentimental that the public simply 
| is not willing to listen to reason. 
It is easy enough to say that 
the public will have to listen. But 





widespread 





saying it will not make it listen. 
Business has been caught napping 
once more in its failure to prepare 
its case concerning pensions. To- 


day we have the spectacle of one 
of the biggest companies on earth 
going into battle badly prepared 
and badly equipped to state its 
case against union demands for 
noncontributory pensions. Any 
other company—and the next may 
| be your company—which goes into 
| a pension fight as poorly prepared 









as the coal and steel industries 
were, may expect rough sledding. 

That, as we see it—and many 
industrialists support our view— 
is the big problem of business to- 
day—to learn more about pensions 
than the labor leaders, with whic 
it is forced to deal, can ever hope 
to know. To put it plainly, we are 
saying that it will be smart for 
business to take the initiative from 
labor in this pension scrap. By 
this we do not mean that business 
need spend its money to find some 
way to postpone pension negotia- 
tions or to find some way to beat 
labor. The problem is to find a 
solution which is fair and just and 
in step with the times. 

But that is only a partial solu- 
tion. The company which finds a 
fair, sound, economiciilly 
feasible pension plan then has thic 
big job of selling it to the cm- 
ployees. And do not think, as some 
banks and insurance companics 
seem to think, that only a docu- 
ment, legally correct and dull as 
ditch water, will “sell” the plan. 
Even though the plan costs thi 
employee nothing, many employees 
will assert that they would prefer 
the money in their pay envelopes 
each week. 

Actually it seems that no matter 
what a company does concerning 
pensions and other security meas- 
ures it is letting itself in for 
criticism from some quarter. Tlic 
problem is to find the best avail- 
able solution, then sell it to the 
employees. 

Business will make a costly error 
if it attempts to brush off pensions 
as it did the rise of unionism in the 
early 1930’s. Business will make 
another serious error if it goes into 


and 


pension negotiations as poorly 
prepared and informed as it went 
into the 1930-1940 labor battles. 
Business frequently —out- 
generaled and out-maneuvered in 
its tussles with labor 10 and 15 
years ago. That is a mistake we 
will find costly if we repeat it. 
Business must explain patiently 
and in terms so simple that 4 
yard-bird can understand  thiat 
pensions require review by tlic 


was 
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| THIS DEAD STORAGE FILE 


ew— 


=| Sineadr Vays! 


hope 
» are Now is the time to install steel DS* Files—the 
a famous Dead Storage File made by A-S-E. 


ren Saves Time—Hours of filing and look-up 






































By time can be saved with orderly stor- 
aoe age of business records in DS Files— 
—_ with every record at your fingertips. 


ra Saves Space—Compact storage in DS Files 

saves up to 40% on your floor space— 
beat and no wasted space inside the case 
da thanks to the big selection of DS file 
and sizes. 


Saves Records—Business records are price- 
olu- less. DS Files help keep them in 
perfect condition—safe from moisture, 
dust, rodents and vermin—and safe 
' from loss caused by haphazard filing 


ytia- 


ls al 


ally 


the equipment. 

od Yes, DS Files quickly pay for themselves— 
wn they save time and save space while they 
nies save your business records! See your A-S-E 
Cu- Dealer today. 


as 
lan. 
the 


rees Feat lookina for! 
fer DS Features are Features you are looking for: 
File Case is a continuous steel 

STORAGE NEED! band, securely welded in place; 


16 popular sizes of DS Files accommodate most an extra heavy band in large 
Dead Storage needs. But you can, when necessary, sizes is dovetailed for additional 








— order from your A-S-E Dealer any of 2100 sizes strength. 

for to fit your business forms exactly. No other line Where height plus width of 

[hie gives you such a complete selection. case exceeds 18’’, a drawer 

; liner is provided as illustrated. 
‘li- 
the 

SIDE sonore nally inserted “U” clips SURE STACKING —Every DS Case is built 

. securely lock together = with a unique set of strong 






— clips and lugs which pre- 
vent all slipping, tipping 
and movement forward or 
backward. Front lugs serve 
as positive drawer stops. 


every case—in every tier 
—frontand back. DS Files 
can be stacked fully 
loaded from floor to ceil- 
ing with perfect, no-sway 
safety. 
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Comparison proves if... 
your first choice is A-S-E 





*T. M. Reg. U. S. Pat. Off. 






ALL-STEEL EQUIPMENT INC. 


AURORA, ILLINOIS 










200 CLEVELAND AVENUE 
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Bureau of Internal Revenue; it 
must explain that pension plans 
require the ablest legal and finan- 
cial talent; that pension funds 
must be set up so that they will be 
available 20, 50, and even 100 
years later. Business must go to 
great lengths to win cooperation 
and understanding from its em- 
ployees, so that business will not 
be backed against a wall, with the 
threat of a strike unless a pension 
plan is put into effect immediately. 
Business must, at all costs, get the 
idea across to employees that set- 
ting up a pension fund in even the 


smallest business is considerably 
more complicated than planning a 
company picnic or dance. 

Unless business does these things 
and does them well we are in for a 
bad time—probably a long and 
bitter battle. Yet the last thing 
that business and labor should 
fight about is a matter as vital 
and as mutually valuable as pen- 
sions, profit-sharing, and _ retire- 
ment benefits. Labor is making a 
great mistake in turning the pen- 
sion problem into a battleground. 
Yet it must be admitted that labor 
has sentiment, emotion, and the 
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Exaggerated? Well, slightly . . . but 
this condition still exists in far too many 
offices. If your collating department is 
going around in circles, write or ‘phone 
us today and a THOMAS Specialist will 
show you how to Save Money, Save 
Time, Save Space and cut your collating 
costs 40-70%. We'll gladly send you 
literature, prices and the name of your 
nearest dealer. 


Thomas Mee anical ollator orp. 
re oe a ‘ if RUZ 


ant op 30 CHURCH STREET 


NEW YORK 7, WN. Y. <> 
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typically American superficiality 
of approach to a problem that’s 
deadly serious and packed with 
tragic potentialities of failure. 

That’s the job which fast-talk- 
ing labor leaders, politicians, 
and softhearted “do-gooders” have 
handed business. As is usually the 
case, it remains for business to 
make sense out of it and to make 
it work, with the least friction. 





Film Makes 
Filing Easy 


HE producer of the industrial 

movie, “Sitting Pretty,” has 
done it again. 

A second film, this one titled 
“Mechanized Record Filing,” has 
just been completed by The 
General Fireproofing Company, 
Youngstown, Ohio. It is a 27- 
minute 16mm. sound-motion pic- 
ture which shows how office costs 
can be reduced with mechanized 
filing cabinets. 

The filing problems of a typic:| 
company are spotlighted in the 
film, showing how valuable time w: s 
wasted in many fruitless searches 
for records. Overcrowded cabinets 
and lack of floor space helped 
shatter frayed nerves of office 
workers, and the result was in- 
efficiency, fatigue, and wasted 
effort. 

Solution, of course, is found in 
replacing the old files with General 
Fireproofing Super-Filers. The 
movie shows how the salesman 
demonstrates the Super-Filer while 
trying to land the order. He ex- 
plains how it operates and how it 
saves time, space, and effort. 

First showings of the movie are 
being made in 14 key cities in the 
nation where General Fireproofing 
maintains branch offices. Other 
showings are being made through 
dealer organizations. 

Both films, “Mechanized Record 
Filing” and “Sitting Pretty,” are 
available for showings throug) 
any GF branch or dealer for busi- 
ness groups and other clubs. 
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How to Train 
Supervisors 


IFTEEN men at the Spicer 
Manufacturing Division of 
Dana Corporation, Toledo, Ohio, 
were recently awarded certificates 
of qualifications for supervisory 
positions at the company. 

The awards were the result of a 
year’s study and practical train- 
ing, and the 15 men were chosen 
from 250 shop employee appli- 
cants. Selections were made on the 
basis of intelligence and aptitude 
tests. The men will not necessarily 
move right into supervisory posi- 
tions, but their certificates show 
that they are now qualified to 
handle such jobs. 

Just over a year ago, the 15 men 
enrolled in the Spicer Industrial 
Supervision Institute at the Uni- 
versity of Toledo for a 3-month 
theoretical course in the principles 
of industrial supervision. Tuition 
was paid, textbooks were supplied, 
and a generous pay allowance was 
furnished by the company. The 
men received certificates for com- 
pletion of this training, and then 
started a 9-month shop training 
course. 

The trainees were assigned to 
various departments in the Spicer 
plant and were trained by present 
foremen. The men moved from one 
department to another, learning 
all they could from various fore- 
men in different sections. During 
the summer months, the 15 men 
were assigned to departments as 
acting foremen in the absence of 
regular supervisors on vacation. 

When the year’s training was 
ended, company officials agreed 
that the program was an excellent 
way to provide plenty of super- 
visory talent that could be drawn 
from as required. When the 15 men 
finished the 3-month theoretical 
training, the University of Toledo 
president said, “The caliber of 
these men proves that the results 
will benefit our university and the 
city as a whole, as well as these 
individuals and their company.” 
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eeoethe Stand 
of Lower 


How efficient do you consider 


your present method of figure work 


production? The mew FRIDEN 

will LOWER YOUR COSTS... 
setting a new standard of answer 
production through its improved 


fully automatic operation. 


Call your local Friden Representative. 


Ask for a comparative study 
of figure costs on your own work. 


Learn how much you can save, 


thanks to the w/tra-matic performance 


of the mew FRIDEN. This money- 


saving demonstration is yours 


for the asking — without obligation. 


Friden Mechanical and Instructional Service is avail- 
able in approximately 250 Company Controlled Sales 


Agencies throughout the United States and Canada. 






















FRI DE Ny CALCULATING MACHINE CO., INC, 


HOME OFFICE AND PLANT + SAN LEANDRO, CALIFORNIA 
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When Clarence Saunders closed his Keedoozle store recently, he said that shoppers 
weren't ready to cope with such mechanical methods. But other explanations have 


been offered, including the one that housewives missed the personal touch. This 
same personal touch is missing in many offices, and results are often disastrous 





HAT ARE OTHERS doing 

with this problem? Here is a 
common way of solving some office 
problem. It is often the wrong way. 
“Others” may be wrong. In fact, 
they are quite likely to be wrong. 
Too often, instead of thinking 
through a problem, we content our- 
selves with finding out what the 
common practice happens to be. 
The “common practice” in almost 
any operation is quite likely to be 
obsolete, wrong, slow, clumsy, or 
inaccurate. Practically all prog- 
ress was made by people who were 
not content to accept the “com- 
mon practice.” 


* 


ORK ASSIGNMENTS should 

be brought to people at their 
desks, instead of permitting people 
to go after work. While there may 
be exceptions to this rule, it is bet- 
ter to deliver supplies, work, and 
all other materials to each desk 
than to have high-priced people 
wandering around the office pick- 
ing up supplies or work assign- 
ments. Another common source of 
waste is sending high-priced secre- 
taries to pick up mail. Wait until 
the office boy or messenger brings 
the mail. We frequently see four 
or five secretaries standing around 
the mail-opening table waiting to 
grab mail for their bosses. Such 


practices are needlessly costly. 


* 


AIL OPENING in many mod- 
ern offices is done before the 
rank and file of employees arrive. 
Say an office opens at 9 a.m. Some- 
body is on hand at 7 or 8 a.m. to 


46 





start opening mail and preparing 
it for distribution. It is all dis- 
tributed when the office personnel 
arrives. A simple idea, but one 
that is widely neglected, it seems 
to us. Of course this may be old 
stuff to you, but we are con- 
tinually surprised at the number 
of offices where mail opening starts 
after the office opens, and every- 
body has a nice long wait until it 
is distributed an hour or so later. 


* 


FFICE NOISE is a bigger 

handicap to production than 
most people realize. In many offices 
housed in old buildings it would be 
profitable to lower ceilings, install 
acoustic tile, step up lighting. Er- 
rors would be reduced, production 
would increase, and what is per- 
haps most important of all—turn- 
over would decrease. Many resig- 
nations are inarticulate protests 
against noise, dirt, overcrowding, 
and poor tools in offices. People 
object to these things without 
realizing exactly what it is that 
makes work disagreeable. High 
turnover rates and high absentee- 
ism are often nothing more than 
unvoiced protests against un- 
pleasant working atmosphere. 


* 


FFICE MANAGERS can as- 
sist every department of the 
business. For example, take the 
case of a company whose salesmen 
cost an average of $10,000 a year 
for salary and traveling expenses. 
Suppose these salesmen make 4 
calls a day, 5 days a week. That’s 
1,000 calls a year. This means 








that the cost per call is $10, and 
if profits are 5 per cent, the sales- 
man must have a $200 order before 
there is any profit for the com- 
pany. In other words the call it- 
self wipes out the profit up to 
$200. One sales manager found 
salesmen making 5 to 10 calls a 
year on customers whose total pur- 
chases were less than $500. Some 
way must be found to service these 
customers at lower costs. The first 
step is to find who these customers 
are, then find a way to reduce the 
cost of servicing them. And that’s 
where the office manager can 
render valiant aid to his company. 


* 


OST MOTION and useless mo- 
tion is the rule in many plants 
and offices. We recently visited a 
distributor whose total volume is 
made up of relatively few standard 
packages of merchandise. Perhaps 
90 per cent of his shipments con- 
sist of one or more units of the 
same merchandise. Few broken 
packages are shipped. Most mer- 
chandise goes out in the original 
containers. Yet in this particular 
business every shipment goes over 
a scale, is weighed, the weight 
marked on the invoice and the bill 
of lading or express receipt. The 
day we were there the scale seemed 
to be a bottleneck. Five trucks 
were waiting to get on the scale, 
and all five had the same merchan- 
dise, only one had more packages 
than the next one. Weights vary 
so little that it would be easy to 
write the shipping weight on the 
papers when first made out and 
eliminate the delays at the scale. 
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Much weighing of standard 
packages could be eliminated and 
high-priced help would not have to 
loaf on trucks waiting to get on 
the scale. Either this, or more 
scales. At any rate here’s a job 
worth checking by any office 


manager. 


* 


OB TITLES are often more im- 

portant than the salary which 
goes with them. The word clerk 
may be used too frequently in office 
job descriptions and some office 
managers are eliminating the word 
wherever possible. Any word which 
tends to belittle the importance of 
the job is unsuitable, both for 
employee and employer. If we must 
err in any respect, let us err in 
the direction of giving the em- 
ployee a build-up, rather than a 
teardown. “Just a clerk” is a 
phrase which has been overworked, 
and we agree with the person who 
objects to being classified as such, 
if there is another classification 
at all accurate. 


* 


ENERAL PETROLEUM’S 

new office building in Los 
Angeles is equipped throughout 
with movable partitions which en- 
able major revisions and changes 
of space units without plastering. 
Here is a suggestion. If you tear 
down a wall, consider replacing it 
with movable partitions so you will 
never have to undergo this ex- 
pense and bother again for that 
particular wall. Many an office is 
“frozen” into most inconvenient 
and inefficient units, which are not 
changed because of the expense 
and interruption to business. Two 
Chicago businesses that recently 
remodeled or rebuilt some of their 
offices have movable walls that are 
somewhat similar to those at Gen- 
eral Petroleum. Central National 
Bank in Chicago has some walls 
that can be moved without too 
much difficulty; and Spiegel, Inc., 
has offices with the same type ar- 
rangement. Air-conditioning, heat- 
ing, and telephone units have 
enough outlets so that offices can 
be changed as desired. 
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Yes... you can get mailings out promptly 
... and without overtime ... when you 
own a Davidson Office Folding Machine. 
One girl with a Davidson can fold 
7,500 to 20,000 pieces per 
hour ... monthly statements, 
bulletins, price change notices, form 
letters. Any girl can operate a Davidson. 
It’s motor driven . . . with automatic feed . . . 
and it costs less than you might think. 

Even tho you use it only one day a month 

it will quickly pay for itself for it will 

do the work of 10 to 20 girls. Want more 
details? See your local Davidson Sales 

and Service Agency or write us. 


DAVIDSON MANUFACTURING CORPORATION 
1028-60 West Adams St., Chicago 7, Illinois 


Davidson 
OW” wacusnes 


A GENERATION OF EXPERIENCE IN THE MANUFACTURE OF OFFICE EQUIPMENT 












SMART SECRETARY 
SMART BOSS 


SMART DESK LINE 







make 
cost-cutting trio! 


Wiltshire Modern 
Secretarial Desk 


This smart secretary suggested Wiltshire Modern to 
her boss. Since receiving her efficiency-styled Wiltshire Modern secretarial desk, she gets 
more work done... better. . . faster. 


Her boss bought Wiltshire Modern for everyone in the office. The over-all increase in effi- 
ciency amazes him. He figures his new desks will pay for themselves in no time. 


Wiltshire Modern works with a help-along power that enables office personnel to accomplish 
more in less time. Designed for maximum working ease .. . finger-tip convenience. 
Wiltshire Modern can work wonders in your office. See it at your dealer—today! 


- 
Emperial 
desk company 
EVANSVILLE 7, INDIANA 





wiltshire modern 
THE “RIGHT” DESK LINE FOR YOUR OFFICE 






47 












(* Standard Oil Company (New 
Jersey) employees who are on 
educational leave, about 35 per 
cent are office boys. Most of them 
are going straight through their 
4 years of college. The leave is un- 
paid, but the boys retain interest 
in certain company benefits. 

Although the youths are not 
guaranteed their jobs upon re- 
turn, Standard Oil tries to place 
them in “similar or better” jobs. 
In practice, 99 per cent of the boys 
returning from educational leave 
are reinstated. 

These facts and figures throw 
some light on a traditional saying 
at Standard Oil that when a direc- 
tor of the company retires, a new 
office boy is hired. 

Many of today’s chief executives 
at Standard Oil started as office 
boys, including Orville Harden 
and E. E. Soubry on the board of 
directors ; F. M. Balling, president 
of Esso Export Corporation ; and 





Hires Office Boy When Director Retires 


H. P. Schoeck, treasurer of Esso 
Standard Oil Company. These and 
other Standard Oil executives be- 
lieve that the office boy is raw 
material that can be developed 
into management talent. 

It is true that many conditions 
have changed since some of these 
executives were office boys, but the 
pattern is the same. Years ago a 
youth often would look for a job 
as soon as he finished grammar 
school. When he became an office 
boy, he ran errands, opened mail, 
and did other odd jobs. Later he 
was given a desk, and if he was 
making the best of his off-hours 
(evening school, etc.), he would 
soon be given more responsible 
duties. 

The pattern today at Standard 
Oil is much the same. Instead of 
being fresh from grammar school, 
however, the average office boy is 
18 or 19 years old and has grad- 


uated from high school. The com- 












pany today encourages additional 
schooling to the extent of two edu- 
cation plans that office boys and 
any other employee can use. 

Under one plan, the office boy 
can take an unpaid educational 
leave. And since 99 per cent of re- 
turning employees are reinstated, 
he can feel rather sure of getting 
back his job or a better one. 

The other plan is the educa- 
tional refund program designed 
for those who wish to continue 
their schooling in the evening. 
Under this program, a student’s 
plan of study must be approved in 
advance by the company and must 
have some bearing on his immediate 
or future work. The employee pays 
his own fees, but when he success- 
fully completes a course, Standard 
Oil refunds two-thirds of his 
tuition and registration fees, up to 
$150 a year. An average of 85 per 
cent of office boys under this plan 
earn passing grades every year. 














Multiple business forms simplify paper work . . . minimize errors 
. .. speed clerical output with much less handling. 


You can include many operations in one original typing with a 
carbon interleaved business form. We combine any and all types 
of forms—small and large; snap, strip, spot and interleaved car- 
bon; die cutting, business machine, etc. Our specialty is the diffi- 
cult. We do a fine printing job, in perfect register. 

Let us quote on your next business form job whether it be letter- 
press or offset. Our prices are surprisingly low, our service fast. 





Call or write today! 


AEERAL 


business Prowuchs, we. 


We have a few territories open for repre- 
sentatives. If interested, please contact us. 


90 GOLD ST. - N. Y. 7 * CO 7-8850 




















AMERICAN BUSINESS 




























nal 
~du- 


and 


boy 
mal 

re- 
ted, 


Ing 


ca- 

ned 

nue 

ng. 
= 


it’s 
in 





ust 
ate 
LYS 
SS- 
rd 


his 


| 









| OFFICES OF AMERICAN BUSINESS 





How to Lose 
Customers 


Quickly 
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Many companies have the same self-satisfied attitude about their offices 
and equipment as they do about their products. One manufacturer who 
had built up a large business within a few years is a good example of such 
complacency. He had marketed a product during the war, and it apparent- 
ly was something the public wanted. After the war, however, his competi- 
tors began spending money on improvement of their products, on new 
offices and equipment, and on sales training and other programs. The com- 
placent manufacturer said his product was all right as it was, and he con- 
sidered his offices a good place to work. But in a short time the business 
began to lose customers, money, and employees—all because it had not 
kept up with ever-changing business needs. 





New offices at Victor Adding Machine Company are cooled 
in summer and heated in winter by air-conditioning units 
that change the air at a rapid pace. In this conference 
display room, for example, 11 men took part in a 4-hour 
meeting, smoking steadily and emptying these 3 ash trays 
twice; and yet the air was as clean and pure as it would 
have been if there were only 1 man in the display room 
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The office of the director of advertising is typical of the 
new executive offices at Victor Adding Machine Company 


Victor’s offices generally express individual preferences, 
as does the works manager’s overhanging desk top here 






Victor Adding Machine Als 


OT long ago an executive settled 
down into a comfortable chair 
in his new office at Victor Adding 
Machine Company, Chicago, and 
heaved a sigh of relief. It was the 
first time since before the war that 
he could sit down at his desk and 
know he wouldn’t be moved within 
the next several months. This time 
his office was remodeled and fur- 
nished with the latest equipment. 
Within the last year and a half 
this same executive had shifted his 
office a number of times, and dur- 
ing the war he operated from a 
building blocks away from the 
main office and factory where he 
is located today. 

The story goes back to the war 
years when Victor made Norden 
bombsights. The building that now 
houses the new administrative of- 
fices was then used for manufactur- 
ing bombsights. Executives of the 
adding machine division did their 
work at temporary quarters in a 
building nearby. 

Manufacturing bombsights was 
such a precision job—and so hush- 
hush—that many precautions were 
taken. For example, there were 
two air-conditioning units, al- 
though one was more than ade- 
quate to take care of a building 
the size of Victor’s. The second 
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unit was not in operation, how- 
ever ; it was a stand-by unit, ready 
to be turned on in case something 
happened to the first. These same 
units are now in operation at Vic- 
tor’s new executive offices. 

When manufacturing the bomb- 
sight, parts were made and as- 


sembled in small tile rooms. That- 


is, the three floors of the building 
had been broken up into small par- 
titioned areas, and a thermocouple 
was in each of these cubicles. The 
air had to be within 2 degrees of 
prescribed temperatures, and ther- 
mocouples maintained those tem- 
peratures. Without these units, of 
course, the air in a cubicle could 
be quickly warmed by the presence 
of additional people in the section. 

In one department where ball 
bearings were handled, tempera- 
tures were so important that girls 
wore nylon smocks, hats, and white 
kid gloves. Before entering their 
department, they went through a 
passageway that cleared all dust 
from them. When handling ball 
bearings they had to be careful 
that no part of their body came in 
contact with them. The bearings 
were so precision-made that the 
ordinary warmth from a person’s 
fingertips could change their size, 
and touching the bearings with the 


hands might cause rust due to acid 
in the body. 

And so it was this building that 
had to be remodeled for Victor’s 
administrative offices. The tile 
cubicles had to be torn down, and 
the thermocouples were replaced 
by regular thermostats. Victor’s 
office force moved into the building 
while remodeling was under way, 
and desks were shifted around as 
required. There were naturally 
many inconveniences, but the new 
offices now make them seem of little 
consequence. 

One feature of the new offices 
that immediately attracts a per- 
son’s attention is the lighting ar- 
rangement. “Sky-Glo” ceilings are 
used with fluorescent fixtures in 
position above them. With this 
combination handled properly, 
there isn’t a shadow in the entire 
office. The ceiling behind the “egg 
crate” ceiling is made of sound- 
proofed material, including wool 
and asbestos, that is blown in 
place. 

It was mentioned before that the 
air-conditioning units are the same 
as those that helped make Norden 
bombsights as accurate as they 
were. With one of these units, «ir 
in the offices is changed quite rapid- 
ly. In the conference display room, 
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the air is changed considerably 
faster because of the larger groups 
ordinarily using the room. During 
a recent staff meeting, a chain- 
smoking session that lasted 4 
hours, 11 men emptied three huge 
ash trays twice, and the trays had 
been filled with cigarettes and thick 
cigars. Yet the air was as clean 
and fresh as that found in an office 
with only one man. 

The conference display room is 
used for small meetings, for show- 
ing slides of motion pictures, and 
for showing products to cus- 
tomers. Victor’s adding machine 
models are on display, and cabinets 
house pamphlets, brochures, and 
projection equipment. 

There is also a board of direc- 
tors’ room, and it gets away from 
the usual stuffy board room. Pic- 
ture wallpaper that depicts Missis- 
sippi River scenes covers three 
walls, and the fourth wall is of 
glass brick, with draperies. 

Executive offices are lined up 
along the wall, and each office has 
one entire wall made of glass brick. 
Individual executives selected their 
own color scheme and decided on 
their own desk-table arrangement. 
Desks and tables were made by The 
Leopold Company, and some of the 
desks have the overhanging con- 
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General sales manager has a table and desk for working 
and plenty of space for holding meetings of his staff 


s New Modern Otftices 








The board of directors’ room uses picture wallpaper to 
cover three walls, the fourth wall is made of glass brick 


Secretarial desks have an interesting arrangement, being placed just out- 
side the executive offices but behind a counter that affords partial privacy 


ference-type top. Glass tops are 
used on one or two desks—a per- 
sonal preference of the individual. 
Executive office walls are walnut 
paneled. 

Secretarial desks are just out- 
side the private offices and are 
semiprivate because of a counter 
running along the front of the 
desks, with low partitions at one 
side. When one secretary is away 


from her desk, however, the girl at 
the next desk can receive her calls 
through a telephone hook-up. 

In the general office area, Gen- 
eral Fireproofing metal desks are 
used. Private offices along the walls 
in this area have glass fronts so 
that it is easy to see if the indi- 
vidual is in his office. 

Music is played at intervals 
throughout all offices except sales. 
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ete year a businessman who an- 
nually receives an imposing list 
of Christmas gifts from other busi- 
ness acquaintances told this story: 
Among his gifts were a billfold, 
necktie, bottle of Scotch, large box 
of foodstuffs, and an inexpensive 
pen-and-pencil set. 

The businessman immediately 
switched his currency and papers 
from his old billfold to his new one, 
throwing away the old one. The 
pen-and-pencil set went into a desk 
drawer and was used regularly in 
the office. The box of foodstuffs 
was sampled in the office and then 
taken home. The bottle of Scotch 
remained in the office several days 
—unopened—before the business- 
man put it in a container to carry 
home. He later said, confidentially, 
that he didn’t want to appear too 
eager to get the liquor home. The 
bright necktie, unfortunately, was 
tossed into the wastebasket, only 
to reappear around the neck of the 
janitor a few days later. 

Reactions of this businessman 
to his Christmas gifts don’t neces- 
sarily prove anything. It might in- 
dicate that neckties aren’t the best 
gifts for some businessmen, and 
this indication is further supported 
by other men in the same company 
who also received neckties from the 


same source. Only one of these men 
wore his necktie, and when he told 
others that the tie was a gift, there 
generally followed a genuine ex- 
pression of surprise. Most people 
couldn’t believe it was one of those 
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Unless Christmas gifts for employees, customers, and 
business associates are selected carefully, they can do 
more harm than good. Here are some helpful tips 
drawn from the experience of business gift recipients 


notorious Christmas gift neckties. 

It would seem—from this illus- 
tration—that leather goods, pens 
and pencils, and anything that can 
be eaten or drunk would be popular 
gifts with most businessmen. Of 
course, if they don’t drink, they 
can perhaps make a few friends by 
opening the bottle at the office be- 
fore going home for Christmas. 

Any one gift can probably be 
carried to an extreme, unless some 
precautions are taken. One com- 
pany last year gave a small party 
for its 100 employees and gave 
each person a chance to pull one of 
many strings to decide what his 
particular gift would be. One of 
the first “pullers” came up with a 
mechanical pencil, and when he 
went up to claim his prize, he was 
directed to a box with many pencils 
in it. The man took the whole box, 
apparently thinking that was the 
prize, instead of selecting one. The 
mistake wasn’t caught until the 
prizes began to run out, and by 
that time the man with the pencils 
was reluctant to part with his 
loot. That particular party wasn’t 
what the company would have 
called a great success. 

There are some other people 
who have been accused of “pulling 
strings” to get Christmas gifts 
from companies that have been 
given big orders. These include 
purchasing agents who are lavished 
with gifts for doing business 
with certain salesmen. Purchasing 
agents and other businessmen have 











been known to request that their 
Christmas gifts be sent directly to 
their homes instead of to their 
business addresses, thus avoiding 
any embarrassing situations. 

One purchasing agent once was 
embarrassed by remarks about an 
expensive gift he received from one 
company, and he later began to 
buy from another manufacturer 
in the same line. 

The complications in giving 
business gifts, of course, are many 
and varied, depending on_ the 
method of selecting gifts, of select- 
ing people to get the gifts, and the 
method of sending the gifts. One 
large corporation merely sends in 
a list of names and addresses every 
November to a well-known food 
company. The food company 
makes up gift boxes of food and 
sends them to the people listed. 
The corporation has only to pay 
the bill for the gifts, plus packag- 
ing and mailing. 

Another firm sends its list of 
names and addresses to a pen-and- 
pencil company, which stamps the 
names in gold on the sets and mails 
them to the people listed. Here 
again the price of the gift is the 
only problem. 

The same system is used by some 
insurance companies and _ other 
businesses that make up lists of 
customers who are to receive spe- 
cial data books. Names are 
stamped in gold on the covers, and 
the books are often given to the 
customers in person. 


AMERICAN BUSINESS 












onremonmeneryw?w?nfA dart @® ©} Ss 








Raa D 


\eir 


eir 


ing 


vas 
an 
ne 


rer 


ng 
ny 
he 
ct- 
he 
ne 


ry 
od 
ny 
nd 


AV 


o- 
> 


of 
d- 
he 
ils 














Size 5 by 8 inches. 200 pages for 
appointments, etc. 200 pages of data 


Daily appointment secretary ruled 
out for half-hourly engagements 


Record for keeping track of income 
tax deductions—salary, dividends 
International air travel; flying time; 
fares between U. S. and abroad 


List of recommended hotels in 
principal U. S. cities and overseas 


Chart of railroad passenger and 
air fares between all large cities 


Hunting, fishing seasons chart— 
with additional game, fish data 


Chart showing range of this year’s 
New York stock market quotations 


List of sources of business data; 
buying power by states and sections 


Section to keep track of golf scores, 
addresses, investments, and bonds 


Road mileage between principal 
cities of United States and Canada 


Directory of hotel accommoda- 
tions available for group meetings 


Calendar of important anniversaries 
and business events of the year 
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) eae year, just before the Christmas season, 
Dartnell publishes a de luxe Personal Record 
Book for executives. America’s top-flight business 
and professional men, many of whom have bought 
it every year since it was first published, say it is 
the finest personal desk book in the world. Superbly 
produced, each copy is bound by hand in imported 
leather. The pages are edged in gold. There are 
two hundred pages for appointments, memoranda, 
income tax, stock, bond, and private financial rec- 
ords. In addition there are two hundred pages of 
extraordinarily useful information for busy men 
such as recommended hotels, railroad and air 
fares, auto mileages between principal cities, pop- 
ulation statistics, stock market ranges, hunting and 
fishing laws, important events and anniversaries, 
and much more. 










Veron Kecoud Cook for oe 


Whether he wants to record an appointment, keep track of expenses, find 
the best hotel in any city, or the cost of air travel from New York to Cincin- 
nati, the executive will find the answer in his Personal Record Book. It 
becomes his constant companion at home, at the office, or on a trip. It 
enables him to keep a record of what he did, whom he saw, and where he 
went. There is no other desk book like it anywhere. Distinguished users 
include Benjamin F. Fairless, president of U. S. Steel; Spencer Tracy; 
Ed Sullivan, the columnist; Leroy Lincoln, president, Metropolitan Life 
Insurance Company; Sherman Billingsley of the Stork Club; Jim Farley; 
Clinton Anderson, former Secretary of Agriculture; and Ismet Inonu, 
President of the Republic of Turkey. It is an impressive and memorable 
Christmas gift for your own personal use and for those friends and custom- 
ers you may wish specially to favor. Best of all, it is a practical gift that is 
sure to be used and appreciated the whole year round. 


A choice of two bindings is available. Imported Black Sheepskin leather at 
$5.50 each or $58.80 a dozen. In the finest binding of all, imported Red 
Morocco, they cost $8.00 each or $88.80 a dozen. These prices include an 
individual gift box for each book. Individual names may be imprinted in 
gold at 30 cents per book additional. 
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THE DARTNELL CORPORATION 
4660 Ravenswood Avenue 
Chicago 40, Illinois Date 


Send .... . 1950 PersonAL Recorp Books in the binding checked: 


() Sheepskin, $5.50 [) Morocco, $8.00. Including gift box. Postage extra. 
Imprint names attached in gold at 30 cents extra. 
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Some businessmen include in 
their Christmas lists names of war 
veterans and servicemen who are 
in hospitals. Many of these hos- 
pitalized men are former employees 
of the companies that send the 
gifts, but a greater number are 
not. 

Illinois American Legion recent- 
ly opened a campaign to ensure 
every one of the 14,000 patients 
in 43 Illinois hospitals and institu- 
tions at least one gift on Christ- 
mas day. The goal is that each 
patient will get gifts that will 
amount to at least $7.50 in retail 
value. The “Christmas Gifts to 
Yanks Who Gave” campaign is the 
Illinois Legion’s sixth annual drive. 

In this case—as in many others 
—there is the problem of choosing 
gifts for women as well as men. The 
Legion, however, can offer recom- 
mendations, and there are certain 
limitations to the type of gifts 
that can be included. 

If business organizations have 
as much trouble selecting gifts for 
these hospital patients as they did 
for some of their employees who 
were in the Service during the war, 
they can use the Legion’s advice. 
Too, some of these same business 
organizations may have similar 
trouble choosing gifts for cus- 
tomers, business associates, and 
employees. The Legion’s recom- 
mendations might prove helpful 
here, too. 

There have been many stories 
from the war concerning gifts that 
were inappropriate and that did 
little more than bring a laugh when 
they reached their destination. 
Several servicemen on ships in the 
Pacific or stationed on blazing hot 
coral reefs called islands received 
sweaters, gloves, and various as- 
sortments of melted, soggy candy. 

The Government furnished all 
sorts of information about sending 
gifts, but still a large percentage 
of them seemed to be inappropri- 
ate. Of course, few businessmen 
could go so wrong in selecting gifts 
now, but it is easy to see what 
might happen. 

H. J. Heinz Company tried out 
a new idea with Christmas gifts 
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ELICIOUS 
COCONUT — LACED 
WITH RARE IMPORTED RUM 
The new confection sensation, originated 
and sold only in Florida. Made of finest 
coconut, delicately blended with rare rum. 
Beautifully packed in one pound tins for 
gifts or your own enjoyment at home. 
PARCEL POST PREPAID $2.50 LB. 
(No C. 0. D.'’s please) 
We will mail ZOMBIES direct to your 


friends with your gift card enclosed. 
CANDIED CITRUS PEEL $2.25 LB. 
HADLOCK FRUIT COMPANY 


Box 8V MOUNT DORA, FLORIDA 




















NEW ENGLAND APPLES 


from the famous Nashoba Valley 
“CREAM OF 
THE CROP” 








A Perfect 
Business Gift 
Over 70 Medium Size, or over 
50 Large Size . . . Extra Fancy 


McINTOSH APPLES 


unequalled for tangy flavor and luscious 
juiciness. Shipped direct. Gift card enclosed 
if desired. Send your list—we do the rest. 
State size of apples preferred. 
PRICE—Express Paid. East of Miss. . .$5 
West of Miss., add 75c 
(No SHIPMENT OF NEW ENGLAND APPLES 
ALLOWED TO CALIFORNIA, OREGON, NEBRASKA) 
Send check or money order to 


OLD HOMESTEAD ORCHARDS 
Established 1846 Westford, Mass. 

















A LASTING GIFT 


Your business associates will remem- 
ber you throughout the year when they 
get 12 issues of American BUSINESS 
Magazine. They will find it helpful 
in solving their companies’ problems. 
Subscription price is $4 for 1 year 
or $7 for 2 years. Write to 4660 
Ravenswood, Chicago 40, Ill. 
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FOR CUSTOMERS —FOR EMPLOYEES 


The Christmas Gift 


THAT IS REALLY DIFFERENT 


Appreciated more than a “gadget” 
because the family enjoys it too! 


QUANTITY 
RATES 





Doll’s Georgia Sweet Peach Pickles 
with tantalizing preserve and relish as- 
sortments in special gift packages are the 
ideal solution to your annual problem, 
Mighty good things to eat! Meticulously 
prepared — hand-peeled, hand-made, 
hand-packed. Not cheaper, just better, 
that’s all! Single package costs listed; 
discounts on 25 or more quoted on in- 
quiry. Rush order for “trial” assortment 
—or send entire list now. We mail, pay 

postage, enclose card or your enclosure. 
tae Ass’t—$12.50: Packed in picturesque Spanish 
moss in an attractive Christmas gift box. Includes 
ali this: 1 qt. Peach Pickle, lb.-size jars each of 
Watermelon Rind Preserves, Peach Preserves, Fig 
Preserves, Strawberry Preserves, Vegetable Relish, 
Artichoke Relish, Crisp Cucumber Pickle, Green To- 
mato Crispies, Artichoke Cocktail Pickle, Water- 
melon Rind Pickle, and two 1-lb. packages whole 
halves shelled pecans. A bountiful collection of truly 
wonderful delicacies! 
Gift Special—$5: 1 qt. Peach Pickle, lb.-size jars 
each of Watermelon Rind, Peach, Strawberry Pre- 
serves and Green Tomato Crispies—plus 14 lb. whole 
halves shelled pecans. 
Preserve Special—$4: 6 lb.-size jars of preserves: 
2 Peach, 1 Strawberry, 1 Fig, 2 Watermelon Rind. 

Order trial ass’ts today—satisfaction guaranteed 


McKENZIE FARMS, Inc. 


Commercial Dept. Montezuma, Ga. 
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The Ideal Christmas Gift for 
i) p>) e 
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Official Key Chain 





* Chain, ring and key in 24 kt. gold plate... 
authentic crest in full color hard, chip-proof 
enamel « Styled by a leading French designer. 


* Handsome plastic container makes attrac- 
tive cigarette box * Engraved initials only 
25¢ extra. « Unconditionally guaranteed. 


Availahi thenti 
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crest for 


CADILLAC » OLDSMOBILE » BUICK » PONTIAC 
CHEVROLET « FORD « LINCOLN «+ MERCURY 
CHRYSLER « PLYMOUTH « DODGE « PACKARD 


KAISER-FRAZER 
Order now for delivery in time for 
Christmas giving! 


RHODE ISLAND NOVELTY CORP. 
357 Westminster Street, Providence 3, R. | 









last year, and the plan was so suc- 
cessful that it is being continued 
this season. Under the plan, Christ- 
mas food parcels ordered in this 
country will be delivered to em- 
ployees, relatives, and friends in 
Great Britain during the holidays. 

An advantage of the system this 
year is that devaluation of the 
British pound has permitted a sub- 
stantial reduction in the price of 
gift packages. The food parcels 
feature Heinz products, which are 
processed in the Heinz British 
factories. Transoceanic shipping 
charges are saved, and no food 
rationing coupons are required. 
Food rationing in Great Britain, 
however, still goes on. 

Orders are handled through the 
Heinz home office in Pittsburgh, 
and a guarantee accompanies every 
“doorstep” delivery. 

This overseas plan is somewhat 
similar to that used by some busi- 
nesses in the United States that 
take orders for gift parcels and 
then pack and mail them to the 
people. Such a system eliminates a 
great deal of trouble, but it has its 
disadvantages, too. 

One possible fault of the system 
is that each person will receive 
exactly the same gift that ob- 
viously cost the same thing. If one 
customer who does little business 
with the company receives the same 
gift as another customer who does 
a tremendous volume of business, 
complications might result. On the 











“SHOWCASE OF WISCONSIN CHEESE” 
A beautiful gift-wrapped box containing seven well- 
aged varieties of Wisconsin’s Famous Natural 
Cheese. Includes Cheddar, Swiss, Bleu, Brick, 
Smoked, anne and Gouda. A real Gioneute to 
give and to receive. Ship. Wt. approx. 4 lbs. De- 
livered to any U.S. address $3.90 (Ten or more 


$3.70 each). LUXURY PACK 
Our choice selection of eight varieties of natural 
Wisconsin cheese in attractive gift-wrapped bo: 
Ship wt. approx. 6 Ibs. ye anywhere in U.S. 
$5.95 (Ten or more $5.65 ea.) 
Please specify whether ~- ‘went your order shipped 
immediately or at Christmas time. Uniess specified 
we ship S. once. 

specialize a mailings for 

Industrial lists. Write for circular. 
SAK’'S CHEESE HOUSE 
Middleton 2, Wisconsin 














STAHLY 


V/BRATING 
NON-ELECTRIC 


RAZOR 


There’s not a man on your gift 
list who won’t be impressed— 
and delighted—with a “live 
blade” Stahly Razor. It leaves 
the face unbelievably smooth, 
beautifully clean. No scrape or 
pull. The smooth, massaging ac- 
tion does it. Takes any standard 
double edge blade, keeps it sharp 
4 times longer. Precision built 
spring motor mechanism sealed 
in oil. Gives life-time service. 
Handsomely cased. Formerly 


$19.95 ... now only $14,95, 


Special prices on quantity purchases, 











for a limited time only: 


oo. eee $13.95 each 
+ & Be. 12.95 ” 
” ” 50 ee ee i 1.95 “4 
” » 100 a 10.95 - 


Send for our gift catalogue ‘“AB-3”" 
containing many other gift suggestions. 


MAIL ORDERS FILLED. Delivery free within 
150 miles. In N. Y.C., add 2% sales tax. 


Hammacher Schlemmer 


145 East 57 St., New York 22, EL 5-4700 





Make Real Friends 


out of ‘‘Business Friends’’ 


Stuckey’s Special Deluxe Gift Boxes 
Pecans, Delicacies! 


We gift wrap, mail by your list, enclose your card. 
Prices include all wrapping and mailing costs. 
Serving hundreds of firms; guaranteed satisfaction. 
Special Deluxe Box No. 1—$8: , A bountiful 
assortment, b di C 
4 Ibs. select pecans, round plastic box of as- 
sorted pecan candies, big 1 Ib. perme roll with 
creamy nougat center, and four 1 Ib. jars 
assorted Florida tropical jellies and Georgia 
home-made preserves. 
Deluxe Box No. 2—$4.50: 4 Ibs. select 
ecans, plastic circle assorted Pecan candies, 
ee 2}-oz. jars tropical jellies. 





EASTMAN, GA. 
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other hand, the customers may be 
geographically located far enough 
apart to make such a possibility 
extremely rare. 


Such a thing has happened, 


however. One businessman received 
a large package of food at Christ- 
mas, and it had been a year or two 
since he had done any business 
with that company. The man was 
a close friend of several of the 
executives in the organization that 
sent the gift, and they apparently 
included his name without too 
much thought of the outcome. 


Just after the new year, one of 


these executives from the company 
had lunch with the man who got 
the package of food—and the third 
man at the luncheon happened to 
be one of the first executive’s 
biggest customers. The conversa- 
tion eventually got around to the 
Christmas gifts, and the two men 
thanked the one man for the 
identical gifts they received from 
the company. 


One relatively small company 


has found this system to be the 
best: Give identical gifts to cus- 
tomers ; give each employee a small 
bonus plus a sizable ham; and 
finally, give a small party at the 
office just before employees go 
home for the Christmas holiday. 











MISTLETOE 
for Christmas Giving 


Traditionally a part of the gaiety and laughter 
that fills the Christmas season, attractive 
sprays of Mistletoe are ideal gifts for friends 
and for your own home decorating. A gener- 
ous box of fresh, fully leaved sprigs, garnished 
with berries, will speak your “Merry Christ- 
mas” to friends and associates. Enclose ad- 
dresses and greeting cards with gift orders, 
we'll do the rest. At your home and at other’s, 
make this Yuletide merry with mistletoe. All 
orders shipped to arrive about December 20th. 
“Merry Christmas” Gift Box ...$3.45 
PREPAID IN CONTINENTAL U. 8. A. 
MISTLETOE HILL FARM 
BOX 932 MEDFORD, OREGON 
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WISCONSIN NATURAL 


CHEESE 


Order these carefully selected, beautifully 
packaged assortments of genuine Wisconsin 
natural cheese direct from America’s Dairy- 
land. We ship promptly, postpaid. 


Assortment - No. 50 - Postpaid: $5.50 
Smoked Kaukauna Klub, Norwegian Noek- 
kelost, Edam Sauterne Lirk, Buffet Cheese, 
Mel-O-Pure Natural, Pure-Crest Edam, May 
Cheese, Kaukauna Klub, Rum Cheddar Link, 
May-Bud Gouda, DeMill Aged Blue (2). 
SATISFACTION GUARANTEED 

Send check, money order or draft. Money back, 
if not delighted. FREE folder describes larger 


and smaller assortments. Plan gift orders 
NOW for Christmas delivery. 


BADGER Cneese MARKET 


Route One, 18L Bristol, Wisconsin 












FLORIDA FRUIT 


The ideal holiday gift for friends, business 
associates and employees. 
Delicious, tree-ripened citrus, the cream 
of the crop, gift-wrapped and packed, 
shipped by prepaid Express for you to all 
Names on your lists to be favored at 
Christmas time. 
DeLuxe packages contain fruit and deli- 
cacies, plain packages fruit only. 
(Unit prices) 
Dellaze Bex, 9O The. ....sccccece $12. 
DeLuxe Bushel, 5S Ibs. ........... 8 
DeLuxe Half Bushel, 30 Ibs. ...... 4. 
Plain Box, 90 Ibs. 8 
Plain Bushel, 55 ibs. as a So id ci 5 
Plain Half Bushel, 30 Ibs. ........ 3 
(Aull Oranges, all Grapefruit or 
mixed as specified) 
Write or wire us for prices on quantities, 
stating number of packages, whether one 
destination or several, etc. 
All shipments guaranteed. To insure Christ- 
mas delivery orders and lists of donees 
must be in our hands by December 5th. 


H. BERRIEN McCAIN 


Bonded Shipper 
TAVARES, Lake County, FLORIDA 
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100% PURE SUPREME QUALITY 


MAPLE SYRUP 


from Old Vermont 
in charming gift container 


BY ef 8 


This extra-special maple 
syrup is made right here 
on our farm by our neigh- 
bors and ourselves and 
we don’t think you'll ever 
find higher quality or 
finer flavor anywhere. 


15 oz. of this 
Green Moun- 
tain nectar in 
a handsome 
ceramic gift 
pitcher .. . 
only $3.00. 
Grade A— 
pee gage 
er—$2.50. , 
ot 















SAMPLER PACKAGE 
Three plain 8 oz. bottles 
of assorted grades, all 
three,.....- $2.60 

WRITE FOR OUR SPECIAL PRICES ON THIS SPLENDID SYRUP IN QUANTITY 


All syrup pasteurized to prevent mold. 
Send money order or check to 


DEER RIDCE. FARMS 


R.F.D. No. 4, Brattleboro, Vt.—Sugar House No.9 
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The 4lst National Business Show held in New York City was dedicated to the eman- 
cipation of the white-collar worker. Exhibits featured the latest developments in 
office equipment, geared to free workers from tedium and fatigue and to utilize 
their energies in more productive work. Some of this equipment is shown here 





Liquid Duplicator Makes 
140 Copies a Minute 


MAGIC Copy Control is only one feature 
of many in a new direct-process duplica- 
tor. With a flip of the finger MCC con- 
trols the length of the run and the bright- 
ness of the copies made. Ditto’s D-10 will 
reproduce as many as 140 copies a minute 
of anything typed, written, drawn, or 
printed through duplicating carbon. If 
desired, four colors can be printed in one 
operation. More good news is the fact 
that the D-10 is the lowest-priced Ditto 
liquid-type duplicator. 





Counts and Marks 1,000 
Papers a Minute 


A GENERAL purpose counting and 
marking machine is announced by Pitney- 
Bowes, Inc. Anything from dollar bills 
to theater tickets can be counted at 
rates up to 1,000 per minute. An im- 
printer which is optional dates, codes, 
endorses, or cancels papers while the 
machine counts them. The Model TIC 
Tickometer handles checks, currency, 
tickets, coupons, cards, labels, receipts, 
stubs, sales slips, and production slips. 
Easy to run, the machine feeds and stacks 
automatically. A “set-back” counter re- 
cords individual or partial runs, while a 
tamperproof second counter records 
cumulative totals. 
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Recorder Has Television 
Index, Quick Play-Back 


TELEVISION goes to work in a new 
dictating machine. The Tycoon tran- 
scriber reflects on a screen the correc- 
tions and ends-of-letters automatically 
indicated on the green recording disc by 
the dictator. Television indexing does 
away with using slips and strips. The 
executive’s dictating machine is also up 
to the minute. The Tycoon recorder has 
a Quick Review Microphone which plays 
back the last few words of interrupted 
dictation automatically. The Sound- 
Scriber Corporation’s dictation instru- 
ments are of lightweight airplane metals 
and are more compact than previous 
models. Good: news for those who have 
other SoundScriber models is that the 
new ones do not make the present equip- 
ment obsolete, but they can be used 
interchangeably. The Tycoon retains 
many of SoundScriber’s patented basic 
features and is simple to operate. 





Handy Filing Shelf Cuts 
Time and Work 


HERE is a gadget to make life in the 
filing department easier. The aluminum 
filing shelf holds material to be filed and 
hooks on to the side or front of the filing 
drawer. Using the shelf can speed filing 
considerably. The General Fireproofing 
Company makes the filing shelf. 
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Done by Comics! 


Just as newspaper publishers realize 
that “next to front page news, comics 
sell the paper,” so have America’s 
largest industrial corporations and 
associations, concurring in this idea, 
included the use of four color comic 
technique as an important part of 
their 1949 Advertising, Sales Promo- 
tion and Public Relations plans. 


We have prepared reprints of ar- 
ticles about “Comics for Industry” 
which were printed in the last few 
months in the nation’s leading busi- 
ness magazines. We would like to 
send these reprints to you together 
with samples of jobs which we have 
done for all types of industry and/or 
their trade associations. Please drop 
us a note—we will do the rest. 





AMONG OUR CLIENTS 
Lufkin Rule Co. 
Leslie Salt Co. 
S. S. Kresge Co. 
American Telephone & Telegraph Co. 
Westinghouse 
Consolidated Edison 
Pennzoil 
Willys Overland (Jeep) 
Chesapeake & Ohio R. Rh. 
Ward Baking Co. 
American Gas Association 
Colgate Palmolive Peet 
New Jersey Manufacturers Asso. 
American Viscose 
American Bankers Association 
General Mills 
U. $. Merchant Marine 
Kirby Block & Co. 
Promotional Products, Inc. 
International Shoe Co. 
Lutheran Synod 
Catholic Messenger 
American Jewish Committee 
American Nurses Association 


When you ask for reprints, also re- 
quest our folder “Picture Books for 
Industry.” No obligation of course. 


WM. C. POPPER & CO. 


Originators of the Idea 
“Color Printers Since 1893” 


148 LAFAYETTE STREET 
New York 13, N. Y. 
Phone CAnal 6-4450 Teletype N. Y. 1-400 


CHICAGO 


55 E. Washington Street 
Phone STate 2-1100 Teletype CG 733 
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Answer Your Mail by 
Punching Cards 


PUNCHING cards is a novel way to 
answer your correspondence. Here is how 
the system works with Robotyper Cor- 
poration’s Carlson Selector. You decide 
from a list of predetermined paragraphs 
which paragraphs will properly answer 
any particular letter. Then you circle the 
printed numbers of the paragraphs you 
want on a card about 2 by 8 inches. The 
Robotyper operator punches the numbers 
circled and puts the card into the Carl- 
son Selector. Next the operator types the 
name, address, and salutation on a letter- 
head, Then the machine types the para- 
graphs you selected. 



























Improved Machine for 
Gathering Papers 


IMPORTANT improvements have been 
made in Thomas Mechanical Collator Cor- 
poration’s new product. The Moilel 
5V2500 Collator makes greater accuracy 
and higher production possible through 
tilted paper bins, wider knee-space for 
operator comfort, and 66 per cent more 
work surface. Even the foot pedal has 
been moved to a better position. The out- 
ward design has been improved, too. Gray 
linoleum work surface bound in stainless 
steel blends with the gray wrinkle finish 
to add eye-appeal. All in all, the Model 
5V2500 takes the tedium out of paper- 
gathering tasks. 
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1950 Portable Combines 
Speed and Beauty 


A NEW portable typewriter boasts 38 
features, many of them designed to speed 
up typing. Outstanding feature is the 
Colorspeed keyboard which is standard 
office typewriter size. Rimless keys are 
nonglare green and “comfort-shaped” to 
cup the fingertips. Super-Speed Escape- 
ment steps up the responsiveness of the 
keys. Dual Universal Action also in- 
creases the portable’s speed, at the same 
time giving it a lighter, snappier touch. 
Triple spacing is available, besides the 
usual single- and double-line space. With 
fewer parts, the Smith-Corona is half a 
pound lighter than its predecessor. 
L. C. Smith & Corona Typewriters, Inc., 
offer three models: Silent, Sterling, and 
Clipper. Each machine has an attractive 
carrying case, but a de luxe Royalite 
luggage-material case is available for 
the tan ripple machine. 


Figuring Equipment for 
Every Business 


FEATURE attraction displayed by 
Monroe Calculating Machine Company at 
the National Business Show is the Mon- 
ro-Matic machine shown here. Twenty- 
two different models comprise a complete 
line of figuring equipment from hand- 
operated to fully automatic machines. 
One new model combines the operations 
of accounts receivable, accounts payable, 
and payroll. Adding machines are avail- 
able with fractions in fourths, eighths, 
twelfths, and sixtieths, in combinations of 
eighths and twelfths, and in combinations 
of eighths and sixtieths. A front insertion 
line-finder with card stop can now be 
had on the regular adding machine. 
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The Brass Monkey Melted... 
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but my papers stayed cool 
and I stayed calm... 
and collected! 





‘Phat littl melted monkey opened my eyes 
How fast an office fire can start and how Aot it 
can get! 
“It made me realize the importance of my 
and my safe. Imagine what 
it would be like to try and do busi- 
ness without accounts receivable, 
tax records, deeds and contracts 
. and inventory records, needed to collect 
fire insurance. Think it over—what would you do” 








“Thank heavens, I traded in my old, 
obsolete heavy walled model for a modern 
Mosler “A” label safe... it kept me in business!” 


1 out of 10 firms never reopen after losing their 

records by fire. That’s why you can't afford 

iny less than the best safe you can buy. For 

vears, the world’s finest safes and vaults have 

been Mosler. Ask your own banker. 

Mosler is the builder of the famous U.S 

gold storage vault doors at Fort Knox, Ky 

There's a Mosler safe to suit your needs exactly —and every 
Mosler safe is dependable. All carry the label of the Underwriters’ 
Laboratories, Inc. Yet they cost less than you'd expect 


The 
Miosler 
Safe ¢. 


320 Fifth Ave., New York 1, N.Y. 
Factor Hamilton, O 


The Mosler Safe Co., Dept. A 
320 Fifth Ave., New York 1, N. Y. 


Please send me: (1) The new free booklet 
“‘What You Should Know About Safes.” 


(© The Name of my nearest Mosler Dealer 


Largest Builders of Safes and 
Vaults in the World 












R RECORD 

DOES YOUR 

STORAGE ROOM LOOK 
LIKE THIS? 





> PREFAB WOOD SHELVING 


It can—with LIBERTY Prefab Wood Shelv- 
ing. No buying lumber—no hiring carpenters 
—anyone can set it up without the use of 
tools—and it is portable. LIBERTY Prefab 
Wood Shelving has an advantage over 
permanent carpenter built shelving in that 
it may be taken apart and set up in a new 
location in a few minutes. 

A unit contains 6 shelves 42” x 24” and 
stands 84” high with 12%” clearance be- 
tween shelves. Extension units available. 
Write today for New Catalog of 
Record Storage Products, Circular 
and Prices on Liberty Prefab Wood 
Shelving. 





FREE 
CATALOG 











BANKERS BOX COMPANY 


7205 Dearbeoss Street, Chicago, Hl. 














Statement of Ownership 


Statement of the ownership, management, 
and circulation required by the Act of Congress 
of August 24, 1912, as amended by the Acts 
of March 3, 1933, and July 2, 1946 (Title 39, 
United States le, Section 233), of AMERICAN 
BUSINESS (COMBINED WITH INDUSTRIAL RELA- 
TIONS AND SYSTEM), — — at 
Chicago, Illinois, for October 1, 


1, The names and addresses of oe _— 
editor, and managing editor, are: Publisher, 
C. Aspley, 4660 Ravenswood Avenue, 
Chicago 40, Ill.; Editor, Eugene Whitmore, 
4660 Ravenswood Avenue, Chicago 40, IIl.; 
Managing Editor, Wells Norris, 4660 Ravens- 
wood Avenue, Chicago 40, I 


2. That the owner is: Dartnell Publications, 
Inc. The owners of Dartnell Publications, Inc., 
; The Dartnell Corporation, Chicago, IIl. ; 

Cc. Aspley, Glencoe, Il.; J. - Kemp 
Glendale, Calif. D. Reid, Chicago, Til: 

H. Shanks, Ev st Il.; E Whit- 
eh. Chicago, Ill.; J. K. Lasser, New eg 
N. Y.; Arthur C. Croft, New York, N 
The holders of 1 per cent or more of the 
total amount of stock in The Dartnell Corpora- 
tion are: J. C. Aspley, Glencoe, Ill.; M. D. 
Aspley, Glencoe, IIl. ; 





Mae B. Aspley, Chicago, 
Il.; J. T. Kemp, Glendale, Calif.; Dartnell 
Trine, Hamilton, Ontario, Canada ; Ss 
Shanks, Evanston, Il. 


8. That the known bondholders, mortgagees, 
and other security holders owning or holding 
1 per cent or more of total amount of bonds, 
mortgages, or other securities are: None. 


4. Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder ap- 
pears upon the books of the company as trustee 
or in any other fiduciary relation, the name 
of the person or corporation for whom such 
trustee is acting; also the statements in the 
two paragraphs show the affiant’s full knowl- 
edge and belief as to the circumstances and 
conditions under which stockholders and 
security holders who do not appear upon the 
books of the company as trustees, hold stock 
and securities in a capacity other than that 
of a bona fide owner. ASPLEY 


Sworn to and subscribed before me this 26th 
day of September 1949. JoHN J 
Notary Public. (My 
May 7, 1952.) 


LUTTRELL, 
expires 


[SEAL] 


Commission 
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Ferris Wheel Speeds 
Record Reference 


WHEEL-of-wheels houses 40,000 4- by 
6-inch cards in 10 square feet of floor 
space. This new ferris wheel arrangement 
is available for hand or motor operation. 
Each pair of wheels snaps into the 
proper working position automatically. 
Wheeldex Manufacturing Company, Inc., 


| makes this fast and efficient file unit. 
| 


Inter-Com System Links 
Head Man with Staff 


RELIEVING the burden of calls on 
your switchboard is only one advantage 
of a new inter-communication system. 
Two-way conversations without use of 
the customary push-to-talk key—leaving 
the hands free for other duties—are pos- 
sible with Modern Telephone Corporation 
equipment. 











Convertible Desks Save 
Office Space 


STREAMLINED convertible steel desk 
units save space in crowded offices. These 
new desks come in various combinations. 
One arrangement has the filing capacity 
of a regular four-drawer letter-size filing 
cabinet. Another Cole Steel Equipment 
Company unit has two drawers on one 
side and a safe on the other. 
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ple ond MADD UHH HEL TH 


Some of the problems confronting businesses today include how to train better 
foremen, how to promote better relations in plant communities, and how to elimi- 
nate employee turnover. In this department this month are a few companies that 
have licked these problems, and their solutions might work in your own company 





Quaker Oats Mobile Show 
Tells Industrial Story 


The Quaker Oats Company recently 
completed its sixth mobile industrial 
show, and in one small town the show 
drew more people than were listed in the 
town’s population. 

The series of 1-day shows has been 
described as a “venture in industrial 
storytelling.” Nine animated exhibits are 
included in the show, and they are set up 
in the Quaker Oats plant in the particu- 
lar community. All of Quaker Oats’ 14 
plant communities will get a chance to 
see the show. When this junket is finished, 
the exhibits will start a circuit of the 
company’s 68 grain elevators. 

The shows are part of Quaker Oats’ 
community relations program, and the 
tone of the exhibits varies with the loca- 
tion. In north Texas, for example, the 
idea is to encourage farmers to grow 
more corn, but in Iowa the latest thing is 
hybrids. Livestock feeding is different in 
many parts of the country, and so the 
exhibits have to conform to these local 
practices. 

Since the show lasts only 1 day, a great 
deal of preparation is required to facili- 
tate smooth operations. Local leaders 
help with many phases of the show, and 
a Quaker Oats top official is always 
present on the big day. Rin Tin Tin ITI, 
a dog with a name that was familiar to 
movie fans years ago, is an attraction, 
particularly to the school children. 

The series of exhibits started in Sher- 
man, Texas, where 10,000 people attended 
the show. In St. Joseph, Missouri, 13,000 
visited the show. In the small town of 
Tecumseh, Michigan, with a population 
of 3,700 people, 5,800 visitors saw the 
exhibits. 

In Akron, Ohio, 18,000 people saw the 
Quaker Oats show, including 10,000 school 
children. Plans had been made so care- 
fully that within 5 minutes 65 buses 
deposited children at the plant without 
jamming up the works. 

The nine exhibits, which stretch almost 
the length of four football fields, are 
manned by employees who can explain 
all the details of a product or operation 
that is being shown to the visitors. 

Quaker Oats figures that the cost to the 
company is $3,000 for every 1,500 visitors. 
But the program apparently is worth 
the price. 
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Acouple of mayors get together with some Quaker Oats men at the show in Akron 
and demonstrate the old method used years ago in packing rolled oats in barrels 


New York Central Supervisors Go Back to School 
In Order to Become Better Bosses 


When the New York Central System 
recently announced a_ correspondence 
course for supervisory personnel, more 
than 3,000 supervisors from all ranks and 
departments enrolled. 

Divided into 10 separate sections, the 
course is titled “Be a Better Boss!” It 
was prepared under the direction of 
L. W. Horning, vice president, and pro- 
vides hundreds of tips on what em- 
ployees expect of their supervisors, and 
vice versa. Also included are inspira- 
tional quosations from many prominent 
people, ranging from Winston Churchill 
to Charles F. Kettering. 

Central’s supervisors will do their 
school work by mail because they are 
scattered in many sections along the rail- 
road’s 11,000-mile run in 11 states and 2 
provinces of Canada. 

The 10 sections of the course of study 
are chatty and easy to read, and at the 
end of each section is a list of questions 
to be answered and mailed to Central’s 






personnel department in New York. 

When the 10 installments are com- 
pleted with an average of 70 per cent or 
more of the questions answered correctly, 
the supervisor will receive a small cer- 
tificate. He also receives a card prepared 
for his desk top, summarizing key points, 
and in this way he can better retain the 
knowledge he has gained. 

Most of the sections begin with an 
interesting true-to-life story about a 
situation in business involving the right 
or wrong kind of supervisory action. A 
number of practical lessons are drawn 
from each example. 

After reading the text, supervisors 
should have little trouble giving the cor- 
rect answers to the tests after each sec- 
tion. The questions are rather simple, 
and they are the multiple-choice type of 
test. That is, a supervisor can choose his 
answer from five possible solutions, and 
only one of them will answer the question 
satisfactorily. 
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SUGGESTION 
gl SYSTEM 
TONICS 
























Give your system more 
appeal with colorful 
posters changed weekly 
under our low-cost sub- 
scription plan. Attrac- 
tive modern-style cabi- 

: ae | nets sold sepa- 

; | rately. Write for 

details, samples 

and prices. 


PERSONNEL 
MATERIALS COMPANY 


201 NORTH WELLS STREET 
CHICAGO 6, ILLINOIS 



































YOU CAN’T BUY MORALE! 
Atlantic emblems for faithful service 
and safety campaigns improve employee 
spirit and cooperation. 

Write for special designs and 

low cost .... 
ATLANTIC EMBLEM CO. 
1133 Broadway New York 10, N. Y. 































New Names 
For Your Mailing List 


Your mailing list is the backbone of 
your business. Be sure it includes ALL 
the good names you can find. Here is a 
source book that tells you where to 
find them; where to get exclusive lists, 
directories, buyers’ guides, rosters and 
other references which will help keep 
your lists up to date and profitable. 


Dartnell’s Directory of 
Mailing List Sources 


Gives the break-down of types of names, 
count, date of issue, 

mame and address of 

the source, price, ete. e 

150 pages of useful 

mailing list information on approval 


The Dartnell Corporation 


Publishers 
4660 Ravenswood Ave., Chicago 40, Ill. 











Please Mention 
“AMERICAN BUSINESS” 
When Writing to Advertisers 















These Employees Pay Once 
For All Solicitations 


A couple of companies have recently 
developed a new idea for handling solici- 
tations such as the Community Fund 
and Red Cross. 

Instead of having several collection 
campaigns during the year, these com- 
panies have worked out a system for each 
employee to give once, and that gift will 
be distributed to the various funds. 
Under the system the gifts are in pro- 
portion to an employee’s earnings, and it 
makes giving less costly and less an- 
noying to everyone concerned. 

The Ohio Rubber Company, Willough- 
by, Ohio, has a plan in which each em- 
ployee pledges 1 hour’s wage per month 
for 8 months to finance the fund. The 
fund is distributed to the various agen- 
cies by a control board composed of three 
union members and three management 
members with the public relations direc- 


tor as coordinator. Each employee who 
supports the plan receives an emblem 
which carries the names of all agencies 
as well as the simple slogan, “I gave 
once for all.” Each employee also re- 
ceives a signed membership card, a 
window card, and all pins, stickers, and 
seals which are normally distributed by 
agencies in their drives. 

Another company with a similar plan 
is Crouse-Hinds Company, Syracuse, 
New York. Under this plan each worker 
gives 5 hours of his time on a certain 
Saturday, and time and one-half rates are 
paid for work produced that day. All of 
the money, less withholding tax, is paid 
into a fund, which is distributed to 
agencies by a committee of men and 
women from the factory, foundry, and 
office. 

Advantages listed by Crouse-Hinds in 
clude: No out-of-pocket money paid out 
—only time is given; everyone is on 
an equal basis—5 hours’ time for each 
person; no solicitations for these cam 
paigns in the plant. 


Philadelphia Transportation Company Lists Reasons 
Behind Small Turnover Rate of 1 Per Cent 


Charles E. Ebert, president of Phila- 
delphia Transportation Company, has 
said that many big industrial organiza- 
tions have asked the “secret” of why 
thousands of PTC employees stay with 
their jobs for 10, 15, and 25 years or 
more. 

This “secret”. is divulged in a new 
easy-to-read booklet that was recently 
distributed to PTC operating and main- 
tenance employees. For one thing, ac- 
cording to The Federal Reserve Bank’s 
monthly wage report, PTC employees are 
$8 a week better off than the average 
industrial worker in the five-county area. 

Other reasons why the average PTC 
employee has been on the job for 14 years 
include: The company is a stable one, the 
work is steady, and layoffs are few and 
far between. 

The booklet lists other reasons, how- 
ever, which are called extras or fringe 
benefits. Among these are many of the 
usual benefits, such as paid vacations, 
holidays with pay, overtime premium, 


Offers $500 Scholarships 
To Employees’ Children 


Twenty annual scholarships of $500 
each will be offered to children of em- 
ployees at Allis-Chalmers Manufacturing 
Company, according to Walter Geist, 
president. 

A minimum of five scholarships will be 
awarded to applicants desiring to enter 
school between June 1, 1950 and May 31, 
1951. Five additional scholarships will be 
awarded annually until a maximum of 20 
are in force. Scholarships are for 1 year 
only, but can be renewed if students meet 
certain standards. 

President Geist announced the awards 


minimum day guarantee to extra men, 
and sick benefits. But there are also life 
insurance and pension plans. Too, the 
booklet figures that PTC employees can 
save more than $60 a year because of 
free rides on PTC vehicles. 

These are the reasons listed (with il 
lustrations) for PTC’s 1 per cent turn 
over, compared to the national average 
of 41% per cent. They help explain why 
more than 6,000 of the men and women 
at PTC have been with the company 
10 years or more. And they give some 
explanation for the more than 2,600 
workers who have been with PTC 25 
years or more. 

The booklet uses these reasons to 
answer this question: Why 87 per cent 
of PTC men and women who went to 
war asked for their jobs and got them 
when the war was over. And as ad- 
ditional evidence that PTC is a good 
place to work, the booklet said that 
nearly 400 people go to PTC every week 
to ask for jobs. 


“to promote the democratic economy in 
which the company operates anil 
prospers.” 

To make a child eligible for an award, 
one of the parents must have worked at 
least 3 years with the company. And eac) 
applicant must have completed a high- 
school course that meets college entrance 
requirements. 

All applicants, of course, won’t be 
given scholarships the first time they ap- 
ply. Those applicants, however, who are 
not among the five selected for the first 
round will have another chance later. In 
this way, Allis-Chalmers will always have 
a large list of children to choose from. 

Allis-Chalmers expects about 1,000 
children of its 30,000 employees to be 
eligible for the awards each year. 
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Comic Book Annual Report 
Has High Readership 


Marquette Cement Manufacturing 
Company, Chicago, issued its annual re- 
port last summer in comic book style. 
Since its publication so many people have 
asked about employee reaction to the 
booklet that Marquette had a survey 
made of two plants. 

The two plants were Oglesby, Illinois, 
where 13 per cent of the employees were 
surveyed; and Nashville, Tennessee, 
where 29 per cent of employees were 
asked their opinions. All departments, age 
and service groups were included, and 
workers surveyed were assured no names 
would be recorded. 

When asked what they did with the 
booklet, about 78 per cent of the em- 
ployees at Oglesby said they read it. 
Sixty-three per cent said they read it 
through. Responses at Nashville were 
somewhat lower, with 62 per cent look- 
ing at the booklet, and 31 per cent read- 
ing it through. 

Employees were then asked if they 
learned anything new about the company 
from the comic book annual report. At 
Oglesby more than 54 per cent of the 
employees answered in the affirmative, 
at Nashville about 36 per cent of the 
workers said they learned something new 
from the comic book. 

One question turned up some interest- 
ing answers. Marquette people at the 
two plants were asked if the booklet 
changed any ideas they had about the 
company, and 32 per cent at Oglesby 
and 25 per cent at Nashville said “Yes.” 
The majority of the workers at both 
plants expressed a desire to learn more 
about the company, and some had con- 
structive ideas. There was no opposition 
to the form and content of the report. 
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Visual Chart Spotlights 
Employee Attendance 


The Besser Manufacturing Company, 
Alpena, Michigan, has made many uses 
of Pro-duc-Trol boards to solve internal 
organization problems. 

In the inventory department, for ex- 
ample, two clerks using the boards handle 
25,000 parts, whereas under the old sys- 
tem four inventory clerks handled only 
15,000 parts. Too, the boards are used for 
machine loading forecasts, for control of 
purchases, and for sales and plant traffic 
controls. 

There were problems also in the per- 
sonnel department because of poorly kept 
records. The department thought Pro- 
duc-Trol might be the answer to its 
troubles, and so boards were installed. 
Now the lines and pegs paint a complete 
picture of each employee’s history: At- 
tendance record, days off because of sick- 
ness, number of accidents, and record of 
tardiness. 

A glance at the chart is enough to 
spotlight complete facts about any em- 
ployee, and it is a simple matter to keep 
a close check on the few workers who 
might be slowing production by absentee- 
ism or tardiness. 

These same visual charts are used in 
many other ways at Besser Manufactur- 
ing Company to keep as many facts as 
possible out in the open. For example, 
charts are used to reveal the exact status 
of purchases, to show inventories on 
hand, to keep manufacturing orders 
flowing smoothly, and to maintain proper 
machine loadings. Visual charts are also 
used to project the current sales picture, 
comparing _ individual performances 
against quotas. And plant traffic and the 
service department have found the charts 
to be adaptable to their work, too. 


















Robert French, personnel manager at Besser Manufacturing Company, shows 
how he charts in visible form the record of employee attendance and accidents 











Let us 


HELP YOU 
Reduce 


Absenteeism 


this winter! 


Combat colds and reduce ab- 
senteeism with a COLUMBIA 
GLYCO-MASTER dispersing 
GLYCO-CIDE (containing 
90% Triethylene Glycol). 


This latest scientific develop- 
ment produces Glycol vapors 
that kill air-borne bacteria and 
viruses On contact. 


Glycol vapors penetrate all 
areas—closets, cloak rooms, 
files, even desk drawers— 
making it a most effective 
weapon in reducing absentee- 
ism by controlling colds. 


<7 





A distinctive models: 


A The Glyco-Master large portable 
industrial model—for treating up 
to approximately 50,000 cubic 
feet of air per hour. 


2. Jewel Box Model—for desk or 
table—treats up to approximately 
10,000 cubic feet of air per hour. 


3 e Furnace model—protects the whole 
building or office. 


4. Ventilating Air-conditioning model 
—for installing in your present air- 
conditioning or ventilating system 
—special technical information on 

request, 

Columbia Chemical Company 

is one of the pioneers in the 

Glycol field. Columbia Glyco- 

Master Units are in operation 

in hundreds of large companies 

throughout America. Write to- 
day for complete information. 


Columbia Chemical Co., Inc. 


154 E. Erie St. Chicago 11, Illinois SUperior 7-5819 
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= me How much 


does a letter weigh? ...and how much does it 
cost if you don’t know? . ..in costly overpayment 
of postage, or in “Postage Due” letters that 
irritate customers! ... 
Best answer to ““How Much?” is a Pitney-Bowes 
Mailing Scale . . . with automatic pendulum action 
that weighs mail accurately—and fast!...with 
wide-spaced markings that show exact postage 
required at a glance!...And a PB scale lasts 
for years! ... Also available: a 70 Ib. Parcel Post 
Model . . . write for illustrated brochure .. . now! 





PITNEY-BOWES Mailing Scales 


PITNEY-BOWES, INC., 2103 Pacific St., Stamford, Conn. 


we ... Originators of the postage meter.. .offices in 93 cities. 



























VISUAL REFERENCE 
SYSTEMS KEEP RECORDS 


POSTED - Right at 
YOUR Finger Tips— 


THEY ADD EFFICIENCY 
TO ALL BUSINESS 
EVERYWHERE...... 





. Multiplex Swinging Panel 

Reference Systems providethe 
ideal method of keeping cur- 
rent information right at hand, 
where it can be checked and 
kept up-to-date. 
Charts, graphs, photographs, maps, 
and advertising literature are just a 
few of the thousands of record items 
that can be given eye-level, visualiza- 
tion on the panels of a Multiplex. 

Catalog giving complete informa- 
tion on all sizes and styles of Multiplex 
Reference Systemswill besent upon re- 
quest. Write for it today. No obligation. 


MULTIPLEX 
DISPLAY FIXTURE COMPANY 


916-926 N. TENTH ST., ST. LOUIS 1, 


























~siness VIPS 


The following literature is of 
special interest to executives 
active in business manage- 
ment. Unless otherwise stated, 
it will be sent upon request to 
either the company or editor. 
It is current, and requests for 
this literature received several 
months after date of this is- 
sue may find supplies of the 
various booklets are exhausted. 





1191. IF YOU SIT AT A DESK, WOFI 
IS WORKING FOR YOU. Desk work- 
ers should be interested in this booklet 
which outlines the job tackled by the 
Wood Office Furniture Institute. This 
trade association of wood office furni- 
ture manufacturers aims to up the ef- 
ficiency of offices, improve its members’ 
products, and broadcast the advantages 
of wood office furniture. WOFI research, 
for example, has developed Softone 
finish, ideal for desks and chairs mace 
of oak. Besides blending with today’s 
design, Softone reduces eyestrain. An- 
other instance of WOFI on the job is the 
case of standard finishes which make 
matching and maintaining furniture 
simple. Swell-proof desk drawers, 
splinter-proof legs, burn-proof tops have 
been fostered or helped by WOFI 
laboratory research. These and many 
other fruits of WOFI’s labor are 


revealed. 
* * * 


1192. BRUNING PERSPECT-O-MET 
RIC. Here is a new precision instru- 
ment for making perspective drawings, 
exploded views, and isometric drawings 
easily and quickly. An attractive, non- 
technical booklet explains its advantages 
for architects, draftsmen, commercial 
artists, designers, inventors. Charles 
Bruning Company, Inc. has made the 
Perspect-O-Metric as durable as its other 
equipment, to give a long lifetime of 


daily use. 
+ * * 


1193. ELECTRIC TYPING VS. MAN- 
UAL TYPING. If you are interested in 
the investment value of modern office 
equipment, you'll learn a lot from 
Remington Rand’s study of typewriter 
utilization. When you consider that each 
typing station represents an investment 
of $2,500 a year for salary, equipment, 
supplies, rent, you want to know how tv 
get the most returns. When the type- 
writer at each station costs about $35 
more per year when it is electric rather 
than manual, it is profitable to learn how 
much this extra $35 increases the returns 
—in quality and quantity of work—on 
that $2,500 investment. Remington Rand, 
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producing both manual and electric type- 
writers, recognizes both sides of the case 
and makes some eye-opening comparisons. 


* a” * 


119%. FOREVER SELLING. An easy- 
to-read booklet points out that whether 
you are actively engaged in a selling 
career or not, you are always “selling” 
something. You may be “selling” some- 
one a good impression of yourself, for 
instance, or you may be “selling” your 
associates on adopting a new idea or 
system. Cartoons highlight this brochure 
from the Midtown Business Center, sales 
school in New York City. You'll enjoy 
this plug for the importance of selling 


as a career. 
* > * 


1195. A CLEMCO DESK, 3000 SE- 
RIES. A group of modern island-base 
furniture is displayed in this brochure 
from Clemco Desk Manufacturing Co., 
Inc. Each desk and cabinet is as func- 
tional as it is beautiful. An interview 
desk gives the caller plenty of leg room 
as well as desk space for applications 
and other papers. A bookcase—or sample 
cabinet—with a full wood door is another 
beautiful piece of Clemco craftsmanship. 


- * * 


1196. FACTS ABOUT THE FERRIS 
ROTARY FILE. Your files can go 
around in the best circles these days. 
Ferris Business Equipment, Inc., tells 
the advantages of rotary filing in a 
clearly written booklet. Cards are sus- 
pended in cradle-like fashion on a wheel 
within the cabinet. This housing method 
keeps them clean and legible. Because 
the cards are filed crosswise in trays, 
you can work from a whole group of 
records at once. The new development 
eliminates noise, wear and tear, since 
the cards do not flap against each other 
as the wheel revolves. Really revolu- 
tionary, if you'll forgive the pun. 


* * * 


Requests for these booklets may be sent 
either direct to the company, or check 
the number below, clip and attach your 
company letterhead, and mail to the 
Editor, American Business, 4660 Ravens- 
wood Avenue, Chicago 40, Illinois. 


* * * 


1191. Wood Office Furniture Institute, 
730 11th St., N. W., Washing- 
ton 6, D. C. 

1192. Charles Bruning Company, Inc., 
4754 Montrose Ave., Chicago 41, 
Ill. 

1193. Typewriter Div., Remington Rand 
Ine., 315 Fourth Ave., New York 
mB. Y. 

1194, Intensive Business Training Pro- 
gram, Midtown Business Center, 
430 W. 50th St., New York 19, 
mG 

1195. Clemeco Desk Manufacturing Co., 
Inc., Bloomfield, Ind. 

1196. Ferris Business Equipment, Inc., 
952 Main St., Bridgeport 3, 

Conn. 
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EVERLASTING ORGANIZATION CHART 
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ELIMINATES 
Costly Drafting 








© Permits quick eco- 
nomical corrections. 


@ Made in sizes to 
fit any organization. 


® Produces good sharp 
offset, photostat or 
planograph prints. 











A PARTIAL LIST OF 
PROMINENT USERS: 


Victor Adding Machine Co. 
New York Life Insurance Co. 
Harris-Seybold Co. 

General Aniline & Film Corp. 
Armour Research Foundation 
Canadian Industries, Ltd. 


MANAGEMENT CONTROL CHARTS CO. tvaceGo'te nt | 


Satisfied users everywhere acclaim the utility of the Ever- 
lasting Interchangeable Chart. Anyone can quickly make 
changes—of one card or an entire section! 
necessary. The cards showing departments, functions, and 
personnel, can be made with any standard typewriter on 
ordinary typewriter paper. 
hold the cards in place. Plastic strips form the rules. It’s 
that simple! Call or write for illustrations and quotations! 
Telephone Michigan 2-6334. 
















No drafting 


Transparent plastic windows 





















KNOCK OUT 
BULK, WEIGHT 
and HIGH COSTS 
in YOUR 
ADDRESSING 
DEPARTMENT 






Any standard 
typewriter sten- 
cils addresses in- 
to Elliott non- 
metallic address 
cards and they 
can be filed inany 
metal address 
plate cabinet. 

To learn how easy it is to change from 
metal address plates to non-metallic 
Elliott Address Cards, without disturbing 
your addressing department, phone the 
nearest Elliott Office listed under Ad- 
dressing Machines in your classified tele- 
phone directory or write 


ELLIOTT ADDRESSING 
MACHINE COMPANY 


153-B ALBANY ST., CAMBRIDGE, MASS. 








































GOVERNMENT APPROVED 
WITHHOLDING STATEMENTS 





Made in 3 Part, 4 Part, 5 Part and 
6 Part Sets. Including special copies 


for all State and City returns. 


194 WHITE FORM — FOR 
IMMEDIATE SHIPMENT 
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DECEMBER 
SHIPMENT BUFF FORM 


Send for Price List and Samples 


ALFRED ALLEN WATTS co., INC. 


Mokers of Better Business 

218 WILLIAM ST NEW YORK 7,N. Y 

PLANTS: NEW YORK CITY + NEWARK 
BELLEVILLE, N. J 








Forms Since 









RITE-LINE copyvwoipDer 


© SAVES EVESTRAIN 

© PROMOTES ACCURACY 
© INCREASES PRODUCTION 
© ADJUSTABLE TO VISION 


© WILL TAKE ANY SIZE COPY 
UP TO 20 INCHES 
© CAN BE PUT AWAY IN 


© PORTABLE—DOES NOT 
HAVE TO BE ATTACHED 
TO DESK 


. HOLDS YOUR NOTEBOOK 
1 PLUS TAX 
Attachments for copying from wider sheets: 


15-INCH EYE GUIDE EXTENSION—$1.10 
20-INCH EYE GUIDE EXTENSION—$1.25 


RITE-LINE CORP. ‘02° 


15th St, N 
D 


5 


Washington 5 












PENDAFLEX® 


hanging folders 
Even in your own cabinets, 
Pendaflex hanging folders 
cut filing-and- nding time 
in half! Just empty the 
cabinet drawer, set the ; 
Pandaflex frame in it, and | 
hang the Pendaflex folders 
on the frame. Gone are 
slumping, sagging files. In- 
stead, every folder and its 
contents are so easy to find, 
you'll wonder how 

ever managed without this great filing convenience! 
TODAY! Drop us a card for the name of 

nearest dealer! 


Oxford FILING SUPPLY CO., INC. 
Garden City, N. Y. 
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MEW BOOS 


PERSONNEL SELECTION. By Robert 
L. Thorndike. Modern personnel selection 
can have a great influence on the suc- 
cessful conduct of almost any enterprise. 
Both private industry and government 
are intensely interested in a wide variety 
of ability and psychological testing de- 
vices as well as the usual physical 
examinations. This book deals with the 
development of a well-rounded program 
of personnel testing, analyzing the process 
fully from job analysis through estab- 
lishment of test validity and administra- 
tion of tests to their impact on hiring 
policies. Professor Thorndike, now of the 
department of education, Teachers Col- 
lege, Columbia University, has had 
extensive experience in the whole area 
of aptitude testing through the develop- 
ment of these techniques for use by the 
armed forces in World War II. The 
Aviation Psychology Program, upon 
which he concentrated at that time, has 
provided most of the illustrations for 
this book—and the text points clearly 
to the easiest ways industry can take 
advantage of the accomplishments made 
during this period. 

Without becoming over-theoretical, the 
text resorts occasionally to statistical 
discussion and readers should have a 
basic knowledge of modern statistical 
practice and _ terminology. Statistical 
analysis of test results has become a 
somewhat refined scientific practice; a 
certain amount of knowledge here is of 
great value in understanding methods of 
proving test validity. Even those who 
have only a smattering of this knowledge 
could profit immensely from this ma- 
terial, however, since a good deal of it 
requires no specialized knowledge to 
grasp the significance of these highly 
improved personnel selection devices. 
John Wiley & Sons, Inc. $4.00. 





BUSINESS IDEAS HANDBOOK. By 
the editorial staff of Prentice-Hall. 
Every business executive is more than 
ever concerned with short-cuts and 
money-saving new methods that can make 
his business more productive and effi- 
cient. Here is a compilation by the editors 
of a number of highly regarded publi- 
cations in the office management and 
appliances field. As could be expected, 
the result is a systematic analysis of 
modern methods for business activity 
as they apply to procedure in sales, 
credit, accounting, and office manage- 
ment. Much of the material presented in 
the book may strike progressive execu- 
tives as old stuff, for a good deal of it 
has been current in American business 
circles for some time. However, it is 
probable that most of it is applicable 
to almost any business and that some of 
the ideas could be put to substantial use 
almost anywhere in management today. 
Prentice-Hall, Inc. $7.50. 








me SHRED ALL 


WASTE PAPER SHREDDER 


Quickly shreds newspapers, magazines, 
waste paper, tissue, cellophane, corru. 
gated cartons, wax paper, etc., into uniform 
resilient strands ideal for packing pur. 
poses. Especially adapted to shredding 
confidential records, blueprints, etc., per- 
mitting the return of this high-grade paper 
to the paper mills, for re-use. 

Cc 


ileal 





safe. All revolving parts 


are covered. Instantly adjustable. Shreds 1%” to 
36”. Designed for continuous and trouble-free 
service. 








WITHOUT OBLIGATION 


Any sample submitted will be 
shredded to your specification 
and returned. Without Obligation 


UNIVERSAL SHREDDER COMPANY 
SAGINAW, MICHIGAN 
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Phone Privacy 


Snap a “‘Hush-A-Phone”’ on your 
ag and eavesdroppers cannot 
ear you; prevents phone talk 
annoyance; pmmceves phew 
peneiee- ws my. 1?) wl 
Specify or F-I as marked 
on phone handle. An ideal gift. 
Y Catalog on request. 

’ Hush-A-Phone Corp. 
Room 707, 65 Madison Avenue, New York 16 


























Please Mention 


“American Business” 


When Writing to Advertisers 
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SERVICES and SUPPLIES 





Steel Guide Tabs 





Unbreakable spring jaws 
clamp them firmly to cards but 
permit removal or rearrangement. 
Large openings covered by trans- 

parent pyroxylin, white, blue, green, yellow, pink or red- 
insertable jabels in perforated strips for typing. 

2 Sizes, 1 in. wide and 2in. Tops straight, or bent back. 
Sold by best stationers, U.S. and foreign, or sent post- 
paid to responsible firms on 30 days’ trial. Price list free. 

Now filling orders promptly 
Samples (5 or less) 2 cents each 
50,500 used by yo Hardware Co., 


CHAS. C. SMITH, Mfr. Box 635, Exeter, Nebr. 
Graphic Charts 








Executives Wanted 





SALARIED POSITIONS 
$3,500—$35,000 

If you are considering a new connection | 
communicate with the undersigned. We | 
offer the original personal employment | 
service (39 years’ recognized standing and 
reputation). The procedure, of highest 
ethical standards, is individualized to your 
personal requirements and develops over- 
tures without initiative on your part. Your 
identity covered and present position pro- | 
tected. Send only name and address for | 
details. R. W. a a INC., 201 Dun | 

Bldg., Buffalo 2, N. _| 





SALARIED PERSONNEL $3, 000—$ 25,000 

This reliable service, established 1927, conducts 
confidential negotiations for high grade men 
who seek a change of connection under condi- 
tions assuring, if employed, full protection to 
present position. Send name and address only 
for details. Personal consultation invited. JIRA 
THAYER JENNINGS, Dept. O, 241 Orange 
St., New Haven, Conn. 











EXECUTIVES—CONTEMPLATING A CHANGE? 
Your personal requirements met through our 
flexible procedures, affording full protection of 
your present position. We have the know-how 
and nation-wide contacts to negotiate success- 
fully for you. Details on request, mailed under 
confidential cover. JEPSON EXECUTIVE 
SERVICE (Est. 1939), 1072 Porter Building, 
Kansas City 2, Mo. 








PENSIONS & INSURANCE 
Sit meee =“ SSRDEE 


BSUS OPE 
as recommended by Steel} F. F Board 


O0@@ | @OO 
Average of our | Industry 


@ | ©@@0 
Existing Plan of Our | Company 














Postcard Advertising 





DYNAMIC! ATTENTION GETTING! 


Flash and Royal Border Postcards Give 
Your Message the Punch It Needs 


Send for samples today 


| KUPFER PRINTING COMPANY 
fom 501 S. Jefferson St. Chicago 7, Illinois 





Inventions for Sale 





EXPLOIT NEW INVENTIONS and make 
money. Write for our free classification sheet 
of inventions for sale. ADAM FISHER CO., 
41 Enright, St. Louis, Mo. 


WHERE TO BUY IT 








Steel Signals 





THIS 
CARD 
OF 
SAMPLES 


FREE 








Signal vital facts with Cook’s File 
Signals—automatic reminders, in- 
valuable for classifying, indexing 
data. Card of actual samples (all 
styles, colors) free ; no obligation. 
The H. C. Cook Co., 38 Beaver St. 
Ansonia, Conn. 





Magazine Specialists 





HOW TO HAVE AN EMPLOYEE 


MAGAZINE WITHOUT HEADAGHES 





Now, at last, you can have the full benefits 
of an employee magazine without employee 
magazine headaches. 


@ NO PRINTING @ NO EDITOR 

@ NO PLATES @ NO PAPER 

@ NO ART WORK @ LOW COST 
Pin this adver to your 1} head and 





mail today for full particulars about the plan 
that gives you the full advantages of an em- 
Ployee magazine without employee magazine 
hei 8. 

The Bureav is the world's largest producer 
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RIVING south from Chicago to Orlando 
one is impressed with the very evident pros- 
perity of the rural communities en route. 
Farmers in the Northern states are harvesting 
a bumper corn crop, and while they are griping 
about the way Truman is spending money, 
they are all in favor of high-level support of 
farm prices. “After all,” said a Hoosier cattle 
feeder, ““you can’t have a prosperous country 
without prosperous farmers. If we have to 
throw money around, I say give it to us farmers 
instead of sending it over to Europe.” As you 
travel southward into the TVA empire, the 
electrified rural communities are jammed with 
shiny new automobiles and friendly people. 
New plants are popping up everywhere. Labor 
organizers are hard at work, but not making 
much headway in spite of their brave talk. An 
employer can still call his soul his own. Central 
Florida is going big guns too, but closing down 
a number of Army bases took some of the bloom 
off the boom of last winter. But grove owners 
in the Lake Dora district are getting ready for 
another big citrus crop and note with interest 
that California is having thermometer trouble 
again. Yes, the New South is on the march. 


Frozen Orange Juice 


Not far from our place in Winter Park is 
a company whose profits rose from $149,566 
to $908,577 in a year. It dehydrates, cans, and 
freezes orange juice. At this writing almost 
everyone hereabouts with loose change in his 
pockets is taking a flier in Minute Maid 
Orange Juice stock. Folks think it is the an- 
swer to Florida’s greatest headache—its sur- 
plus citrus crop. It promises to become a 
second Florida land boom. But what interested 
me about the Minute Maid Corporation was 
the way it got rolling after a slow start. To the 
trade, Minute Maid Orange Juice was just 
another canned orange juice, and “nobody 
would buy canned orange juice.” The young 
company was on a spot, its funds were low, 
and there were payrolls to meet. Fortunately 
the president was not the kind who quits easily. 
He loaded his car with Minute Maid Orange 
Juice and hightailed it for New England. If 
he could sell it to New Englanders, he could 
sell it to anyone. He put on an intensive door- 
to-door sampling campaign, and came home 
with a bundle of repeat orders. With these he 
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convinced some important people, including 
Bing Crosby, that there was money in frozen 
orange juice, and it was not long before the 
wheels began to turn in the corporation’s 
rather rusty cash register. Today frozen orange 
juice is rapidly doing away with squeezing 
oranges for the American breakfast table. 
There are almost as many brands of canned 
orange juice on the market as there are makes 
of ball-point pens. It doesn’t pay to take too 
much stock in what the trade thinks about your 
product, especially if it is new. 


Ivory Tower Management 


What do your customers really think about 
your company, its products, its policies, its 
personnel? If you are like most management 
men, you see the orders rolling in every day 
and are well pleased with it all. You are pretty 
sure your customers are well pleased, too. But 
what about the orders you don’t see rolling in, 
the orders that roll in somewhere else? Nate 
Cummings, head of Consolidated Grocers Cor- 
poration, a group of wholesale grocery houses 
including Reid Murdoch of Chicago, asked 
himself that question. He was not too sure he 
knew the answer, so he decided to close up his 
desk for 2 months and spend the time visiting 
with customers, salesmen, and managers out in 
the field. It is a safe bet that when Mr. Cum- 
mings returns to Chicago he will have a much 
clearer picture as to what is happening in the 
wholesale grocery business. He will find out, 
among other things, how the changes in distri- 
bution are likely to affect the future of his 
enterprise, one of the largest in the food field. 
He will know what is being done well, what is 
not being too well done, and what is being 
badly done. He will learn of things that execu- 
tives in top positions seldom hear about from 
subordinates. Executives, being human, like to 
dwell upon the good news, play down the ba< 
news. But most important of all, he will know 
the men who make up his organization. He will 
have personal, first-hand contact with many 
younger, second-line men who otherwise would 
not be known to him. When the time comes to 
pick men for promotion he will not have to 
rely solely upon the opinion of others. After 
all, the real test of business leadership is the 
ability to get the facts, and then act intelli- 
gently and boldly upon the facts.—J. C. A. 


AMERICAN BUSINESS 




















